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ig Happy amily of Successful Agents 











This is one of a series presenting the following Peoria Life features: 


1 —Live attractive policies to meet every need. 7 -\ Big Happy Family of Successful Agents 

2 -Life time contracts providing liberal commissions Total Abstainers insured at reduced raies 

3 All promotions made from the ranks. We work for and with our agents 

4—Peoria Life men are trained for their work 0—P. D. Q.—“Policies Delivered Quickly.” 

5 —All Death-claims paid in 30 minutes. Satisfied Policyholders make Prosperous Agents 
* 








We insure wemen on equal terms with men Peoria Life lnvestments have roots in the Earth 





Success Talks No. 7 


Pleasant relations between the agency organiza 
tion and the Home Office of a life insurance 
company are of first importance in the founda- 
tion of a successful business. 


The Peoria L'fe looks on its agency force es 
partners in its business. No effort is spared 
to make them successful. Promptness, court- 
esy and service are the watchwords in all 
dealings with our representatives. Frequent 
production contests, and our famous $100,000 
and $200,000 Clubs, holding annual outings at 
various points of interest from coast to coast, 
are great factors in stimulating the activity of 
our men and promoting a feeling of satisfac- 


tion and good will. 


Peoria Life helps its men make good! 
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One Hundred Million Dollars in the abstract is 
not significant. O 


One Hundred Million Dollars representing one 
year’s paid-for in new business by Missouri State 
Life Agents is significant to you as an informed 
Life Insurance man. 


Other Significant Facts 


—A New Accident and Health Department 


—Free Service of Home Office Group Insurance Specialists who 
give you assistance in your territory 


—A Sales Service Department that has one purpose—to in- 
crease your sales 


—Limit extended to $300,000 on one Life 
—Both Non-Participating and Participating Policies 


—Liberal dividends paid beneficiaries in addition to monthly 
income 


—Insurable Age 10 to 65 

—Provisions for Substandard Business 

—Policies that carry every up-to-date feature 

—Liberal Agency Contracts 
7.24% is the rate of interest earned in 1920 
on our mean ledger assets. Funds invested in 
the safest securities—farm mortgages. Values 


do not fluctuate—always worth 100 cents 
on the dollar. 


Our Agents Participate in Our Prosperity 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President — Home Office, Saint Louis, Mo. 





Unless you ‘“‘say something’’ how will we know you are 
interested? Send for New Booklet of Company Facts. 
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Twenty-Fifth Year No. 39 


UNION CENTRAL LOSES 
PRESIDENT J. R. CLARK 


Dies Suddenly When Reported to 
be Recovering From 
Stroke 





ENDS BRILLIANT CAREER 


Was Not Only President of Company 
But Prominent in Local 
Affairs 


The death of Jesse Redman Clark, 
president of the Union Central Life, 
occurred Sunday of this week at Petos- 
key, Mich., following a_ stroke of 
paralysis which he suffered three weeks 
The news of Mr. Clark’s death 
came somewhat as a surprise in Cin- 
cinnati because the later reports were 
that he was improving, although it was 
understood that he could not possibly 





ago. 





JESSE R. CLARK 





be out of danger for at least a month. 


Mr. Clark had been in a semi-conscious 
State for most of the time since he was 
stricken on Sept. 4, shortly after he had 
been bathing in the Little Traverse Bay, 
near his summer home. At his bedside 
when the end came were Mrs. Clark and 
his daughter, Mrs. Harrison P. War- 
rier, his three sons and another daugh- 
ter having returned to Cincinnati after 
tt was believed there was a chance for 
his recovery. They immediately ar- 
ranged for Rev. John B. Ascham of the 
Avondale Methodist Episcopal Church 
to conduct the funeral services. 

First Vice-President John D. Sage on 
Monday called a meeting of the board 
o! directors of the company to meet 
Tuesday afternoon to take suitable ac- 
tion upon the death of the president. 

Dr. Wm. Muhlberg, medical director 
ot the company, was summoned to 







WOOLLEN IS NOW HEAD 


INDIANA ASSOCIATION MEETS 





Plans to Take Care of the American 
Life Convention at Its Indian- 
apolis Rally 





The Indiana Association of Legal Re- 
serve Life Insurance Companies held 
its annual meeting at Indianapolis. The 
new officers chosen were: President, 
Herbert M. Woollen, president Ameri- 
can Central Life, Indianapolis; vice- 
president, Arthur F. Hall, vice-presi- 
dent Lincoln National Life, Fort 
Wayne; second vice-president, H. E. 
Sharrer, president Northern States 
Life, Hammond; secretary, Guy L. 
Stayman, secretary Reserve Loan Life, 
Indianapolis. Members of the executive 
committee: A. E. Werkhoff, president 
LaFayette Life, LaFayette, Ind.; E. O. 
Burget, secretary Peoples Life, Frank- 
fort, Ind. 

Tentative Plans for the entertainment 
of the American Life Convention, which 
meets in Indianapolis next week, were 
made. This is expected to be one of 
the most important meetings of that or- 
ganization that has ever been held and 
will bring to Indianapolis a large num- 
ber of life insurance executives from all 
parts of the United States and Canada. 

Herbert M. Woollen, chairman; G. L. 
Stayman, Edward A. Raub, Frank P. 
Manley, C. H. Beckett, C. D. Renick 
and Carl G. Winter were appointed as 
committee to have charge of arrange- 
ments for the convention. 








was stricken, but returned to Cincin- 
nati after improvement was shown. 


Prominent as a Citizen 


Mr. Clark was one of the most prom:- 
nent citizens of Cincinnati, as well as 
president of the Union Central. He was 
born in Cincinnati on Oct. 31, 1854, was 
educated in the public schools, was a 
graduate of the Chickering Institute and 
was graduated from Ohio Wesleyan 
University. He entered the employ of 
the Union Central when 19. 

In 1886 he became treasurer and in 
1906 president. He was a member of 
the board of directors in 1880 and of 
the executive committee in 1882. 

Mr. Clark was a prominent member 
of the Methodist church, of which his 
father, Davis W. Clark, was a bishop, 
and who was one of the founders of the 
Union Central. He was interested in 
civic and business affairs in Cincinnati 
and generous in his charitable work. He 
took great interest in the Association of 
Life Insurance Presidents and was a 
member of the executive committee at 
the time of his death, He was a mem- 
ber of the Queen City, Commercial, 
Business Men’s, Optimists, Cincinnati 
Country and University Clubs. He was 
a director of the First National Bank 
and the Central Trust Company. He 
and his family have for many years 
lived at 618 Forest avenue, Avondale. 
Besides his widow, Mrs. Carrie Marqua 
Clark, he is survived by three sons, 
Jesse R. Clark, Jr., assistant treasurer 
of the company; Philip J. Clark, assist- 
ant superintendent of agencies, and 
Roger Clark, and two daughters, Mrs. 
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NEW PRESIDENT NAMED 





PHILADELPHIA LIFE CHANGES 





Clifton Maloney Succeeds Father as 
Head of Company—Jackson 
Maloney Vice-President 





PHILADELPHIA, PA., Sept. 27.— 
At a meeting of the board of directors 
of the Philadelphia Life last week, the 
vacancy in the presidency and theboard 
of directors, caused by the recent death 
of Andrew Jackson Maloney, was filled 
by electing his son, Clifton Maloney, 
vice-president of the company, as presi- 
dent. Another son, Jackson Maloney, 
manager of agencies, was made a mem- 
ber of the board and vice-president of 
the company. The sons are life-long 
residents of Philadelphia, have been 
identified with the management of the 
company from its inception, are well 
known and stand high in financial and 
business circles and in the estimation of 
the community. 

The newly elected president has heen 
a director of the Philadelphia Life since 
Nov. 18, 1908, and he has been capably 
serving as vice-president since Jan. 20, 
1909. He has been associated with the 
company from its start in a legal ca- 
pacity, at first as attorney for the 
agency department and subsequently as 
one of the attorneys for the corpora- 
tion. Since Dec. 19, 1919, he has been 
taking an active part in the administra- 
tion of the company’s affairs as vice- 
president, and is thoroughly versed in 
the details of life underwriting. 


New President’s Career 


He was educated in the Philadelphia 
public schools, graduated at the college 
department of the University of Penn- 
sylvania in 1892 and at the law school 
in 1895, whereupon he at once entered 
upon the active practice of the profession, 
giving special attention to civil, cor- 
poration and state law branches and ac- 
quiring an influential clientele, embrac- 
ing a number of financial institutions, 
representative business enterprises and 
large estates. As president of the Phila- 
delphia Life he will devote close and 
undivided attention to the administra- 
tion of the affairs of the company. 


Jackson Maloney Agency Man 


Jackson Maloney, the newly elected 
director and vice-president, associated 
with the Philadelphia Life in 1905 when 
19 years of age and took charge of the 
contract department. He evinced signal 
ability in devising and putting into suc- 
cessful operation unique business get- 
ting and holding plans, which soon 
placed him at the head of the agency 
department. With the aim of pro- 
moting friendly intercourse and compe- 
tition in the agency ranks in securing 
business he founded the Plico Club, 
which has developed into an organiza- 
tion of over 500 hustling and successful 
business getters with a local Plico Club 
at each of the district and general agen- 
cies in 15 states and the District of Co- 
lumbia. 

After training in the Philadelphia 
public schools and at Haverford Col- 
lege, Jackson Maloney traveled in Euro- 
pean countries in connection with mer- 
cantile lines previous to taking up the 











Petoskey immediately after Mr. Clark 





(CONTINUED ON PAGE 12) 
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STATE OFFICIALS ARE 
NOW IN CONVENTION 


Insurance Commissioners Are 
Holding Their Annual Meet- 
ing at Louisville 


MANY ADDRESSES HEARD 


Thomas B. Donaldson of Pennsylvania 
Is Slated for the Presidency 
for the Next Year 





BY RALPH E. RICHMAN 

LOUISVILLE, KY., Sept. 28.—With 
the largest attendance in its history, the 
National Convention of Insurance Com- 
missioners is holding its fifty-second an- 
nual session Louisville this week. 
Thirty-nine state departments are rep- 
resented and a host of visitors are 
present, including many company offi- 
cials. Though he had been very ill for 
several days, Alfred L. Harty of Mis- 
souri, president of the convention, pre- 
sided at the opening session Tuesday 
morning. The commissioners and 
others were welcomed to Kentucky by 
Governor Edwin P. Morrow, who of- 
fered to all the hospitable heart, gen- 
erous soul and friendly hand of the 
state. Commissioner Thomas B. Don- 
aldson of Pennsylvania responded for 
the commissioners. 

Splendid Record Is Shown 


in 


In his presidential address, Mr. 
Harty congratulated the life companies 
on their splendid record of the last few 
years, including the great influenza loss 
period and the present period of eco- 
nomic depression. He predicted a 
larger growth for young life companies 
in the next decade than has ever been 
shown in any past decade. He urged 
that the fraternals place their organiza- 
tions on an adequate rate basis as soon 
as possible. 

The convention heard Tuesday after- 
noon a communication from the Na- 
tional Life Underwriters Association, 
asking that the commissioners consider 
a standard incontestable clause. This 
was referred to the committee on law 
and legislation. 

Forms Need Correction 


A special committee of the conyen- 
tion on gain and loss exhibit forms re- 
ported that the preesnt addition and 
subtraction form was a good one and 
should be retained, but that there was a 
lack of uniformity in it. It should be 
corrected. The committee gave its 
opinion that the exhibit. should show 
separately regular, annuity, disability and 
group business. The report and ex- 
hibit of the committee is to be con- 
sidered by the two company associations 
and by the Life Agents Association, 
after which the committee hopes to 
make its final report in May, 1922. 


Ontario Commissioner Speaks 


In a remarkably clear-cut address, V. 
Evan Gray, superintendent of insurance 





insurance profession. 





of Ontario, explained “Insurance Super- 

































































































































2 


THE NATIONAL 


UNDERWRITER 











September 29, 1921 





vision in Canada.” Supervision there, 
he said, had been much influenced by 
American practices, inevitable because 
114 of the 260 companies doing business 
in Canada had their head offices in 
the United States. Mr. Evans traced 
the development of supervision powers 
in Canada as they related to the nine 
provinces, and the dominion and gave 
three established practices: 

Both province and dominion give 
companies the right to incorporate. 

Both have exclusive right of cor- 
poration rule over their own creations. 

Conditions of the policy contracts 
are a subject for provincial legislation 
only. 

The difference between a_ provincial 
and a dominion incorporated company 
is that a dominion licensed company 
may enter any province without its 
consent, while every provincial com- 
pany must have special consent to enter 
any new province. Naturally com- 
panies are more and more getting 
dominion licenses, especially as the 
security deposit required by the do- 
minion is $50,000, while five western 
provinces alone would require security 
deposits of $120,000. 

Uniform Legislation Committee 


Canada has a special committee on 
uniformity of legislation which has just 
begun to function so far as insurance 
laws are concerned. The next session 
of the Ontario Parliament will consider 
a special report of Justice Masten rec- 
ommending a somewhat closer regula- 
tion of the fire insurance business there. 
Mutual fire companies are not au- 
thorized companies in Canada, though 
the New England mutuals have a very 
large coverage there. Canadian com- 
panies writing automobile insurance are 
not restricted in their coverage. 

Mr. Gray said that no Canadian life 
company has lost any money for policy- 
holders in the last 50 years. The in- 
dustrial field in Canada is handled al- 
most exclusively by American com- 
panies, only one English company 
writing this class of business. From 
Mr. Evans’ address, it would appear 
that fraternal rates are being brought 
to a point of safety in Ontario under 
special statutory direction, much of the 
necessary progress having already 
taken place. 

Attacks Accident Companies 


Commissioner Gustav Lindquist of 
Minnesota, who spoke on _ coverage 
under health and accident policies, was 
severe in his criticisms of the casualty 
companies, who, he said, were deserving 
of censure for their selling operations, 
tricky policies and claim handling in 
his state. He cited the fact that of 
1,419 bills affecting insurance intro- 
duced in the 1921 state legislatures, 419 
dealt with this branch of insurance than 
any other. He gave several illustra- 
tions of tricky policies and questionable 
adjustment practices and condemned 
severely the misleading of the foreign- 
born. He urged the convention to in- 
vite the companies to adopt some stand- 
ard practices and if they failed to co- 
operate in that direction, he favored 
compulsory legislation on the subject. 


Uniformity Session 


The Wednesday morning session was 
a “uniformity” session, A. C. Savage 
of Iowa spoke concerning uniform 
taxes and fees, B. W. Gearheart of 
Ohio and E. N. Rogers of Tennessee 
led in the discussion. Uniformity as 
to investments was handled by C. W. 
Hobbs of Massachusetts. John J. Mc- 
Mahan was the discussion leader. Platt 
Whitman of Wisconsin spoke on uni- 
formity of reserves and supervision as 
did also Joseph G. Brown of Vermont 
and A. W. Briscoe of Alabama. 

The Wednesday afternoon session 
was entirely given over to the paper 
of Commissioner Stacey Wade of North 
Carolina on efficiency of agents which 
was discussed by oward J. Brace, 
Idaho; John J. Donahue, New Hamp- 
shire and Deputy White of West Vir- 
ginia. 

It is a foregone conclusion that 
Thomas B. Donaldson will be made 











JAMES R. DUFFIN 


James R. Duffin, president of the Inter- 
Southern Life of Louisville, is the chief 


convention host while the insurance 
commissioners are meeting in his city. 
He is.everywhere at one time. He is 
extending hospitality on every hand. Mr. 
Duffin is a man of wide attainments and 
is very popular. 








president and Platt Whitman of Wis- 
consin first vice-president at the elec- 
tion on Saturday. There is some talk 
that A. C. Savage of Iowa is to be made 
second vice-president but as the chief 
officers usually alternate from east to 
west, an eastern man may be ch:sen. 
The next convention is likely to go to 
Philadelphia. 

Among the life company officials and 
familiar faces present are W. W. 
Moore and Stanley Read of the Inter- 
Southern; T. W. Blackburn, American 
Life Convention; William Brosmith, 
Travelers; Alfred Hurrell, Prudential; 
F. F. McGinnis, Agricultural; Henry F. 


Tyrell, Northwestern Mutual; G. A. 
Deitch, Reserve Loan; Thomas F. 
Lawrence, Missouri State; T. W. 


Appleby, Ohio National; C. I. D. 
Moore, Pacific Mutual; Job Hedges, 
Life Presidents Association; Victor 
Barry, Metropolitan. 


Hobbs’ Paper Interesting 


The paper read by Commissioner 
Hobbs of Massachusetts, Wednesday 
morning was one of the most complete 
expositions of any subject ever brought 
before the convention. The paper showed 
most careful preparation and will no 
doubt stand as the standard review of 
the investment laws governing insur- 
ance companies in the United States. 
The convention greatly enjoyed the de- 
fense of the South Carolina investment 
law presented by Commissioner John J. 
McSwain of the state who won the de- 
legates by his clever remarks on New 
England and the south. The morning 
session adjourned at one o’clock after 
hearing Commissioner Whitman of Wis- 
consin and Brown of Vermont and lis- 
tening to a paper presented by Commis- 
sioner Briscoe of Alabama, 


. Western & Southern’s Guests 


A large number of insurance commis- 
sioners with their wives and friends 
were the guests of the Western & South- 
ern, Sunday on a boat trip from Cincin- 
nati to Louisville. The party numbered 
about 90. One of the principal topics of 
conversation Monday was this river trip 
which many said was equal to any river 
travel in this country. All guests of 
the Western & Southern were loud in 
their praise of the hospitality and splen- 
did arrangements shown by the company. 
W. J. Williams, president, came down to 
Louisville with the company’s guests. 


Charter Is Approved 


The attorney general of Ohio. has 
returned to the secretary of state, 
stamped with his approval, the articles 
of incorporation of.the Capital Savings 
Life of Columbus, O. The organizer of 
this company is J. B. Wolfe of Co- 
lumbus. 








EASTERN MEN GATHER 


GOOD POINTS BROUGHT OUT 





New York Life’s Big Leaders Hold 
Meeting and Listen to Some 
Fine Addresses 





At the meeting of the eastern wing 
of the $200,000 Club of the New York 
Life, Chief Actuary Arthur Hunter told 
the agents how to meet the hypothetical 
cases of disability which were occasion- 
ally submitted by rival agents and gave 
a synopsis of the actual causes under 
1,700 claims. 

He pointed out that the percentage of 
recoveries from tuberculosis and in- 
sanity shows the liberal attitude of the 
company in approving claims. With 
regard to dividends he showed how the 
company before distributing surplus 
must make provision for unforeseen 
contingencies, citing such contingencies 
in the early history of the company as 
cholera, yellow fever, Civil War, panic 
of 1874, and in recent years the influenza 
epidemics of 1890 and 1918 and the 
great war. “Safety First” is the motto 
of the company, but after making suit- 
able provision for contingencies the 
company has a dividend record of which 
it is proud. He said that the company 
considered all matters in a_ broad- 
minded way, that its decisions are based 
on justice and right and that technical- 
ities are disregarded. 


Dr. Hobbs’ Comment 


Assistant Medical Director Hobbs 
spoke of changes in mortality percent- 
ages during the past decade both among 
the general population and in the ex- 
perience of the company. In 25 years 
the average of human life has increased 
four years. This saving has been 
among the younger lives, the stress of 
modern existence still taking full toll 
among the older. Typhoid fever is fast 
disappearing. Tuberculosis shows a 
remarkable improvement. In 1910 it 
occupied first place among our causes of 
death with 14% percent of the total. 
In 1920, fourth place, with 7% percent. 
Bright’s disease is in fifth place instead 
of third. Probably the early study of 
blood pressures has enabled us to antici- 
pate more serious conditions. Heart 
disease is not decreasing and the rav- 
ages of cancer are increasingly more 
apparent. During two years of the 
great war the United States lost 80,000 
soldiers and 180,000 of its people died of 
cancer, one in every ten, dying over 40 
years of age. Yet cancer is not com- 
municable, not hereditary and not con- 
stitutional. Company representatives 
are urged to take part in health activ- 
ities in their communities looking to 
better sanitation, better water supplies, 
better school and factory conditions. 
Spread the doctrine of “How to Keep 
Well.” Dr. Hobbs also spoke of the 
test meal in glycosuria cases as enabling 
a better offer but not necessarily stand- 
ard insurance when the result is satis- 
factory, and of prohibition as not long 
enough in vogue for the company to 
change its viewpoint in regard to the in- 
fluence of alcohol on mortality. 


Cc. H, Langmuir Speaks 


Assistant Superintendent of Agencies 
C. H. Langmuir said the best thing we 
get from these meetings is the friends 
we make; the second best thing is the 
ideas. Dick Oliver’s best thought was 
“Find the reason why the man should 
take insurance—the one reason—keep 
hitting on that and the man will take 
the policy.” Roger Babson, the statis- 
tician, after exhaustive investigation, 
says the amount of insurance that the 
average business man should carry is 
$50,000. He points out that a man of 
comparatively small income should take 
no risks. He calculates that if a man 
is able to save $1,000 a year, he should 
invest not less than 45 percent of it in 
life insurance, and so on, as follows: 
(CONTINUED ON PAGE 14) 














SITUATION IN EUROPE 








COFFIN TELLS OF HIS TRIP 





Indianapolis Life Executive Is Honor 
Guest at Luncheon of Chamber 
of Commerce 





INDIANAPOLIS, IND., Sept 27.— 
Charles F. Coffin, vice-president of the 
State Life and president of the Indian- 
apolis Chamber of Commerce, with his 
associates who went from Indianapolis 
as delegates to the meeting last sum- 
mer in London of the International 
Chamber of Commerce, was tendered a 
complimentary luncheon on Monday of 
this week by the Indianapolis business 
organization. Governor McCray of In- 
diana and Mayor Jewett of Indianapolis 
were among those present at the table 
of the honored members. The assem- 
bly room was filled and Mr. Coffin out- 
lined his impressions of the meeting of 
the International Chamber of Com- 
merce, which he designated as being an 
organization with possibilities for influ- 
ence in the commercial world on a par 
with that of the League of Nations in 
the political world. He predicted that, 
in time, the activities of the two organ- 
izations would be merged. 


Business Conditions in Europe 


After the meeting Mr. Coffin, with a 
small party of friends, made a tour of 
Europe, extending from July 1 to Aug 
25. They visited Holland, Belgium, 
France, Italy and Switzerland, making 
a study of conditions. As to the 
progress of rehabilitation in the de- 
vasted areas Mr. Coffin said that 
there are still plenty of evidences of 
the ravages of war and that it will be 
many years before these are effaced. 
He praised the courage and determina- 
tion with which the people are facing 
their hard problems. Business condi- 
tions in Europe are not good, he said, 
and the recovery is bound to be slow. 
He stated that it was hopeless to expect 
that this country can do much business 
with any of those countries until some 
plan of credit is worked out which will 
carry through the next ten years or 
more. There is a belief abroad, he said, 
that whatever the United States under- 
takes to do it will accomplish and if 
some plan of-finance is worked out here 
and proposed to meet the situation he 
is of the opinion that it will be wel- 
comed by European nations and a large 
increase in trade will soon be the result. 


Practical Credit Plan Needed 


He urged those of his hearers who 
are interested in foreign trade to use 
their efforts with their friends in Wash- 
ington toward the working out of some 
practical plan of credit. He said that 
it is futile to expect a sudden turn in 
business conditions or the return by 
leaps and bounds to the abnormal pros- 
perity of war times. The whole world 
has been upset and it will take time 
to get it righted again. He compli- 
mented labor in England, France and 
Italy, where for a time it looked as 
though there would be an_ industrial 
revolution, but to their credit, he said, 
the labor organizations appointed com- 
missions to investigate conditions 1 
Russia before any active steps were 
taken that might bring similar condi- 
tions to the rest of Europe. As a result 
of these commissions, the labor inter; 
ests of those countries took their stand 
against drastic measures, realizing that 
the condition of the laboring man ™ 
Russia was not one to be sought els¢e- 
where. Mr. Coffin was intently fol- 
lowed throughout his address and at 
the close was given a real ovation by 
the large gathering of business men 
who heard him. 


Paul H. Kremer of Milwaukee, £&- 
eral agent of the Penn Mutual, has bee? 
elected official greeter of the new Co- 
operative Club of that city, formed by 
business men and conducted on similar 
lines to the Rotary and Kiwanis Club 
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OPTIMISM IS KEYNOTE 
OF PRESIDENT HARTY 


Missouri Commissioner in Address 
at Annual Convention Com- 
mends Life Companies 





GREAT FUTURE IS SEEN | 


| petition for an injunction restraining the 


Believes Insurance Still in Its Infancy 
—Urges Cooperation of Companies 
with Commissioners 


Sounding an optimistic keynote as 
to the future of life insurance and urg- 
ing greater standardization in company 
practice and policy forms, Commissioner 
Harty of Missouri, president of the | 
National Convention of Insurance Com- 
missioners presented his annual presi- | 
dent’s address at the convention this | 
week. He said, in part: 

“Every kind of business of which I 
have any knowledge has suffered to | 


some extent the last year on account! 
of the depressed conditions of the af-| 
fairs of our country. We are now, 
and have been, passing through a re- 
construction period, following the great 
war, which necessarily, according to the 
records of history, brings about a con- | 
dition similar to the one through which 
we are now passing, although possibly | 
not so severe. When all business is | 
being depressed and money is so hard 
to obtain for any kind of an enterprise, | 
the insurance business necessarily must 
share to some extent at least in the gen- 
eral condition and doubtless you may | 
well know that this has been the case. 


Great Future Opening 


“It is my belief, and I think we all 
have reasons to believe, that this con- | 
dition will not continue and that the | 
great business of insurance, which is 
the greatest business of our country, 
is yet in its incipiency, and there is in 
store for this particular endeavor a 
great and wonderful future. I am of | 
the opinion that the insurance depart- | 
ment of each state has more to do with 
the affairs outside of its state than any 
other state department. Insurance 
companies are not confined to their 
operations in the state in which they 
ire organized and they should not be 
so confined; therefore, our departments 
are dealing with and are permitting the 
insurance business of each of our states 
to be carried on, not only by the com- 
panies of their own states, but by the 
companies of all the states in the Union. 
This one fact alone, if there were no} 
other, would bind our deliberations with | 
a common tie which would not exist 
in any convention of state departments 
representing any other kind of busi- 
ness in any of our commonwealths. 


Opposes Federal Operation 


“While I do not believe in any kind 
of federal operation of any kind of 
business, I realize that in dealing with 


this question of insurance we must take 
into consideration the laws of all of 
the states of the Union, and whatever 
authority the United States govern- 
ment may have in connection with our 
authority as a government to outline 
a policy and put into effect laws which 
will be of material benefit to the entire 
citizenship as a whole. 

“In the many states of this Uniou 
there is a condition of such diversified 
laws that I am forced to the conclu- 
sion that we should have more uniform 
laws in all of the states governing in- 
surance and that as soon as possible, as 
far as the general lines of insurance are 
concerned, it should be) the purpose of 
this convention, and ‘the purpose of 
every supervising official, to work in 
harmony with his brother commission- 


| Ill, from taking over the lowa Life of 
| Waterloo is reported withdrawn. 
| stockholders of 


| claimed unfairness to the stockholders 


| possibly be made later. 


| unusual experience. 


| popularity and the ease with which the 


| have been in 


IOWA SUIT IS DROPPED 
MOLINE COMPANY IN CONTROL 


President Laugman of International 
Life & Trust Plans No Present 
Changes in Iowa Life 


DES MOINES, IA., Sept. 


27.—The 
International Life & Trust of Moline, 


Six 
the International had 
filed the petition for a receiver and 
asked the injunction on the basis of the 
company’s insolvency. The petition 


in the deal and also suggested misman- 
agement of the company. The subject 
of the controversy, the Iowa Life, has 
changed hands twice within two months, 

J. O. Laugman, president of the In- 
ternational Life & Trust, says that he 





and his associates now own a con- 
trolling interest in the Iowa Life. No 
change is contemplated in the company 
in the near future, though a change will 
Mr. Laugman, 
speaking on the matter of the suit, said 
that the case arose from the dissatisfac- 
tion of a released agent. The Interna- 
tional has assets of $300,000, capital of 
$100,000 and reserve of $139,000. 








ers to have such laws enacted which 
will place the business upon a uniform 
basis. 


Growth of Life Insurance 


“During my term of office as superin- 
tendent, the life insurance companies 
of this country have had a varied and 
The fact that the 
government of the United States rec- 
ognized the value of life insurance and 
established a department of war risk 
insurance gave this particular line an 
impetus that neither the departments 
nor the companies were able to do, 
no matter how much they might have 
talked or advertised. 

“In the midst of their growth and 
popularity with the public, an epidemic 
of influenza swept not only this coun- 
try, but the world, which brought very 
unusual and very alarming losses to 
the life companies, and I am proud 
to say that under the careful manage- 
ment of the officials and with the sympa- 
thetic aid of the departments, they suc- 
cessfully passed the storm. Yet, with 
this excessive loss, there came an un- 
precedented increase in the life insur- 
ance business and even the companies | 
themselves were surprised at their own 








agents were able to secure life insur- 
ance policies seemed unparalleled, and | 
a vast amount of new insurance was | 
placed upon the books of both ordinary 
and industrial business, 


Losses During Year 





“Within the last year, however, on 
acceunt of the depression in business 
affairs, which has affected every source | 
of income, there naturally has been a 
telling effect upon this line of business. 
From the best information I can ob- 
tain, I do not think there is any doubt 
but what there has been a considerable 
falling off in new business written and 
there have been also many terminations 
of policies from other causes than death | 
and maturity. Probably there have not | 
been so many terminations in the in- 
dustrial line from these causes as there 
the ordinary policies, 
which probably is due to the fact that 
many of the industrial people are still 
receiving higher wages and are con- 
tinuing to apply for industrial insur- 
ance, and at the same time the lapse 
rate has increased considerably, be- 
cause so many industrial people are | 
temporarily out of work. The lapses | 
that have been caused on account of 
the general business depression of the 

(CONTINUED ON PAGE 11) 














AROUSED BY GOVERNOR 


DENY MISSOURI CHARGES 


Life Underwriters of St. Louis Answer 
Charge of Excessive Rates—After- 
math of Appointment 


ST. LOUIS, MO., Sept. 27.—Gov- 
ernor Hyde of Missouri has aroused 
considerable antagonism among life un- 
derwriters in this city by his criticism 
of their methods of operation and rat- 
ing. In an open letter given the press 
last week the governor declared his in- 
tention to reduce insurance rates and 
develop home companies. The figures 
quoted by the governor in presenting 
the cause for a reduction were those of 
premium income and death claims. An- 
swering this letter by one of its own, 
the Life Underwriters’ Association re- 
minded the governor that payment of 
death claims constituted only a portion 
of the disbursements of life companies. 
They deny that their rates are or have 
been excessive. 

Result of Appointment 

The discussion had its origin in the 
question raised over the appointment of 
the new insurance commissioner. Dur- 
ing the last session of the legislature 
there was introduced a bill to give the 


| commissioner discretionary power to re- 


voke licenses of insurance companies 
incorporated in other states when the 
legislatures of the other states did not 
“adequately provide” for the licensing 
of Missouri companies. The bill was 
killed, but the governor's original choice, 
for the open position of commissioner, 
Ben W. Boley of Kansas City, was 
fighting for it. B. C. Hyde, brother of 
the governor and the present appointee, 
is not antagonistic to Mr. Boley’s policy 
and thus there is no dissension among 
the state group in the new appointment. 
In fact, Mr. Hyde favored the appoint- 
ment of Mr. Boley and did not wish the 
position himself. 
Ask Fair Chance 


The letter of the association com- 
ments on the summary judgment made 
by the governor in stating that rates are 
too high because the statement of re- 
ceipts and losses shows a wide margin. 
They ask whether the home companies 
will be able to operate more cheaply, as 
they have not in the past. They ask 
for a fair chance and express their de- 
sire only for the appointment of a man 
of character as commissioner who will 
conduct the office under the law 
capably, honestly and impartially. Their 
contention is carried into the editorial 
columns of one of the daily papers, 
which asks for a fair deal for all com- 
panies and points out that there is room 
for all. 


Nonpartisan Issue Up Again 

The contest which the Wisconsin 
Federation of Insurance and other in- 
surance organizations and individuals 
| have been waging against the encroach- 
ments of the Nonpartisan League of 
North Dakota in Wisconsin politics, 
with 








the idea of dominating the next | 


state legislature and officialdom, came | 


to a head on Monday in Milwaukee in a 
somewhat unexpected fashion, and now 
the insurance men seem pretty sure of 
getting a growing amount 
interest into the conflict. 

A furore was caused in Milwaukee 
Monday evening when it became known 
that there was a possibility that the 
funds of the Milwaukee City Teachers’ 
Annuity and Pension Fund would be 
invested in the bonds of North Dakota, 
issued under Nonpartisan League gov- 
ernment. Richard E. Krug, president 
of the trustees of the fund, asked the 
city attorney for an opinion on whether 
| moneys of the fund could be invested in 
such bonds. The city attorney’s depart- 
ment stated it would take up the ques- 
tion with the National Investment 

Bankers’ Association. 


of public | 


TWISTERS CONDUCTING _ 
ORGANIZED CAMPAIGN 


Great Increase in Activities Seen 
in Chicago and the Ad- 
jacent States 


ARE BOLDER THAN USUAL 


Present Business Conditions Aid Them 
in Their Efforts—Organized 
Opposition Needed 


Considerable is heard of the increased 
efforts of twisters in and about Chicago, 
and also of the increase in neighboring 
states of this insurance evil, There 
seems to be an organized twisting cam- 
paign under way which is making a 
noticeable inroad into the best business 
on some of the companies’ books, These 
twisters have even become so bold that 
they are circularizing lists of policy- 
holders with no other purpose than to 


discover whether they carry a certain 
minimum of insurance—an amount 
which they have figured as the least 
they could afford to trouble themselves 
with. Cases are coming to light every 
day and general agents are finding some 
of their oldest and best policyholders 
persuaded to the apparent saving offered 
by the twisters. 


Alded by Business Conditions 
This 


certain 
fought 


evil has always existed to a 
extent and agents have always 
the practice, but the lack of 
official means of combating the cam- 
paigns has resulted in an increased 
boldness and intensity in their work. 
The general slowness of business has 
probably had its effect on the activity of 
twisters also, as has been the case with 
rebating. Driven to hunt for business, 
these unscrupulous free lances of the 
life insurance business have gone to 
work earnestly to twist all the good 
business they can to their accepting 
offices. They are greatly aided by busi- 
ness conditions, for the average policy- 
holder is now more in a mood to listen 
to any suggestion for saving money than 
he has been for some time. 

The story told by the twister shows a 
substantial saving and gives the face of 
having equal protection with a good 
sum saved for separate investment. The 
figures given show study, but the work- 
ers are careful not to carry them too 
far. At the present time use is being 
made of dividend cuts as an argument 
for transfer from participating policies. 
Aroused to a danger in present finan- 
cial conditions, the policyholder is easily 
led to follow the twisters’ arguments. 


Cooperative Effort Needed 


This practice needs*some cooperative 
effort on the part of companies to com- 
bat it, for it is harming the insurance 
business. It is giving the public a 
grossly misrepresented idea of insur- 
ance and places the life agent in a poor 
light. The constant meeting between 
the policyholders and twisters, which is 
increasing in importance with the in- 
crease in activity, results in a lowered 
respect for insurance agents. Nor is the 
agent with only loser, with his decreased 
position in public opinion and lost in- 
come. The companies that are bearing 
the brunt of the practice are losing in 
the quality of their policyholders, for 
the twisters take the very best from 
the companies, both as to health and 
face value. With the best assureds lost, 
the only result will be an increased loss 
ratio and increased rate. This will be 
detrimental to the life business in gen- 
eral, but will materialize if the twisters 
are not controlled. 

Not satisfied with the prospects in the 














4 THE NATIONAL 


UNDERWRITER 


September 29, 1921 









































































GREATEST 


ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 


















Insurance in force tizn $128 ,000,000 

















—< 2 














Chicago territory, the twisting offices 
are extending their campaigns to cover 
several of the neighboring states. The 
work that is being done in some of the 
other states is known to have origin- 
ated from Chicago in many cases and it 
is believed that most of it is at least 
placed in Chicago offices on the accept- 
ance of out of state examinations. How- 
ever, the boldness of the work done and 
the apparent disregard of publicity 
makes the move more dangerous than 
heretofore. The twisters are now out 
in earnest for the business. 

They are practically all working on 
the same basis, that of interesting the 
policyholder in saving a certain amount 
a year in expense through obtaining the 
cash value of his policy. All are not 
doing that, but that is the most com- 
mon means. By obtaining the cash 
value of a large policy, the policyholder 
can invest that at 8 percent and the 
interest will take care of the premium 
on a new policy. The policy is switched 
in return for the information, unless the 
insured desires to pay for it. 

Up to General Agents 

It is a fraud on the face and each 
policyholder should take action on his 
own account and rid the field of twist- 
ers, as it is evident they are telling 
them nothing new. They are merely 
reciting the details of what is printed 
on the face of each policy. That the 
policy can be cashed is known to every- 
one. In fact, one general agent said 
that the only means of ridding the busi- 
ness of these twisters is for concerted 
action on the part of the general agents 
and solicitors in educating the policy- 
holders. He said that the reason the 
twisters were meeting with apparent 
success was that there was far too much 
apathy on the part of the agents in 
keeping in touch with the insured. The 
policy is written and after that nothing 
is known of the assured, except in the 
case of an exceptional agent. If the 
general agent would require a consistent 
recanvass of all policyholders by agents 
they could be kept within the company 
without difficulty. And the arguments 
of the twisters could be advanced by 
the agent himself, so that when one of 
the free lance agents approached the 
policyholder, the latter would be pre- 
pared to laugh him off. If each policy- 
holder was made aware of the practices 
of these agents, there would be no 
twisting, according to this general 
agent. 

Different Viewpoint 

One of the general agents whose 
name is rather prominently mentioned 
with accepting twisted business said 
that he twisted no more business than 
any other general agent in the city. 
He said that the only difference between 
his business and that of the others who 
had often attacked him was that when 
he accepted a changed policy it was 
doubled or increased more than that 
over its original face value, while the 
others accepted business from other 
companies at the same face value. If 
an agent could persuade a prospect to 
double his insurance, it is a service and 
is not twisting, according to this agent. 

It is said by several that many of the 
general agents who are strongly op- 
posed to twisting have accepted busi- 
ness which has every appearance of be- 
ing twisted. The use of “ifs” and mak- 
ing of exceptions by agents. in 
considering their own business has 
caused much of the trouble among the 
Chicago men. If all of the general 
agents would combine for a drive 
against twisters and make the object 
of the drive the policyholder, warning 
him of the possibilities of an approach, 
most of the business would be kept. 
Policyholders, especially the large ones 
which are the ones used by twisters, are 
not the class that will shift their policies 
at the first suggestion. If they are 
shown that what the twister offers is 
nothing new, but can be furnished by 
their own companies, if they are shown 
that they will gain nothing in the long 
run by changing, and if they are given 
the details of the methods of twisters, 
they will not allow themselves to be 
twisted. 





TURN IN ROAD PASSED 





DETROIT LIFE HEAD HOPEFUL 





President O’Brien Finds General Busi- 
ness Conditions and Life Writ- 
ings Improved 





DETROIT, MICH., Sept. 27.—M. E. 
O’Brien, president of the Detroit Life, 
returned to Detroit Saturday after a 
two weeks’ tour of agencies of the com- 
pany throughout Michigan. Mr. 
O’Brien frankly expresses the opinion 
that a change for the better has already 
made its appearance in business condi- 
tions in Michigan. 

“I am firmly convinced,” he states, 
“that Michigan is through with the 
worst of the business depression. From 
this point on there is going to be a 
steady and gradual improvement. I am 
rather inclined to believe that we are 
building for a permanent prosperity 
which may not be particularly impres- 
sive immediately, but will be none the 
less noticeable for its gradual and per- 
sistent development. 


Thermometer of General Business 


“The life insurance business is a great 
thermometer of general business condi- 
tions. While our company has been 
particularly fortunate during the year of 
depression and has maintained a record 
for regular and persistent increase in 
business as compared with the same 
period of the year before, the recent 
impetus noticeably is indicative of the 
fact that people throughout Michigan 
are more than ever appreciating the op- 
portunities for life insurance invest- 
ments, 

“Not only have we found a gradual 
improvement among our agencies rela- 
tive to new business being written, but 
the record of paid-for business con- 
tinues to be satisfactory. Agents of the 
Detroit Life operating exclusively in 
Michigan have already written $640,000 
of new business in September, so that 
there is every reason to believe the per- 
formance for the month will maintain a 
total of more than $800,000. This will 
bring our total of new written business 
for the present year over $9,000,000.” 


Much Business Insurance Written 


The Detroit Life has written a volume 
of insurance this year which has ex- 
ceeded that of 1920, month by month, 
says John R. Walsh, vice-president. 

“Particularly good results have been 
obtained in writing life insurance as 4 
protection against business troubles. 
Many a man has found himself in the 
position where, if anything happened 
to him his business would have been 
left in a sorry shape. He has tur! ned 
his attention to life insurance as a pre- 
caution against just such an emergency. 
While some of these policies have been 
for large amounts, the middle-class busi- 
ness man has also taken advantage of 
them. 

“Another angle is the man who de- 
sires to provide for his beneficiaries 
pending the probating of his estate. 
Such men have taken good- sized poli- 
cies and the argument in favor of such 
protection is so logical and satisfactory 
that but few men who can afford to do 
so fail to carry an emergency policy 
of this kind.” 


Launches Woman’s Department 


The West Coast Life has announced 
the establishment of a woman’s depart- 
ment in connection with the San Fran- 
cisco agency staff. Mrs. R. Dietrich has 
been named manager. Mrs. Dietrich is 
a successful business woman, having 
been at one time secretary of the 
Dietrich Construction Company of 
Montreal, Can., and more recently man- 
aging a large cattle business in Cali- 
fornia. The new department has started 
off well and the company anticipates 4 
great success. 
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LIFE INSURANCE EDITION 











OUTLINES BASIS OF 
EFFICIENCY OF AGENTS 





Commissioner Wade Discusses 
Agent Problem at Louis- 
ville Convention 





FOUR ESSENTIALS GIVEN 





Increase in Care of Selection Neces- 
sary—Qualification Laws De- 
sirable as Aid 





Commissioner Wade of North Caro- 
lina presented an excellent paper on 
“Efficiency of Insurance Agents” at 
the annual convention of commissioners 
at Louisville this week, in which he 
pointed out the essentials of the pres- 
ent day agent and the need for a 
greater care in the selection of the 
agency force. Cooperation of com- 
panies and state through qualification 
laws was mentioned as necessary for 


the cleaning out of the undesirable 
members of the profession. 


Measure for Efficiency 


“Great changes,” said Mr. Wade, 
“have been wrought in the insurance 
world during the last 20 years, not the 
least of which is the increased efficiency 
and improved character of agency 
methods. Yet there appears to be a 
tendency among many companies to 
measure efficiency in terms of dollars 
and cents, to gauge an agent’s fitness 
by the amount of new business he can 
place on the books of the company, 
without regard for mortality experience, 
overinsurance, moral hazard, or future 
litigation. It must be admitted that 
an agent, no matter how productive, 
who exposes the company or assured 
to a possible controversy, and who fails 
to recognize that his interests are in- 
separably bound up with those of the 
company, the insured, and the state, 
is really inefficient; that, moreover, he 
is indirectly a product of the company; 
that his deficiencies cannot be cured 
by the insurance department through 
the agents’ qualification law or the filing 
of questionnaires, but more likely 
through careful selection and training 
by the companies and their general 
agents. Regardless of the text of the 
law, the burden of securing efficient and 
upright agents is wholly upon the com- 
panies, who through their general and 
special agents have facilities for investi- 
gation not available to the department. 
They are directly and constantly in 
contact with him, and are in a much 
better position to pass upon his record 
and qualifications than could be done 
through the filing of questionnaires. 


Training Essential 


“As to the appointment of new agents, 
without training or experience, I ask 
Permission to quote from a speech I 
had the pleasure to make before our 
State Association of Agents in June, as 
follows: ‘The writing of insurance has 
become a profession and the subject of 
struction in our greatest colleges, and 
as such should employ trained ability. I 
know of few occupations as free of 
fraudulent practices as the insurance 
-usiness, yet many injustices are done 
the companies, and some are done the 
Public, through lack of fitness and spe- 
Cial training of the agent. What other 
business involving millions of dollars 
income, and binding the companies 
under a liability of billions upon bil- 
lions, would turn its affairs over to em- 
Ployes without special and thorough 
‘raining in that particular line? Yet 
this is happening from year to year in 
the insurance business. Men with no 
knowledge whatever of the law or 
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Your Gold Mine 


Can You Work All the Leads? 


Let the circle to the left represent your 
territory—which is your gold mine. Sup- 
pose there are 50,000 people of insurable 
age in your territory. 


Then suppose that 50% are women. Unless 
you can write women, half the leads in 
your gold mine are blocked against you. 
Lincoln Life agents can write women at 
the same rates as men. 


And again, suppose that 10% of the people 
in your territory are overweight or have 
some slight physical impairments. Your 
territory would be still further cut down 
unless you could write such risks. Lincoln 
Life agents can write many of them. 


Then again, if another 5% of these people 
were engaged in such occupations as rail- 
roading, mining, electrical work, etc. It 
would be the same as though another slice 
had been taken off your territory, unless 
you could write such risks. Lincoln Life 
agents can write them. 





WHEN YOU (INK uP (jw THE()LINCOLN) YOU CAN WORK ALL 


THE LEADS IN YOUR GOLD MINE 


The Lincoln National Life 
Insurance Company 


‘Its Name Indicates Its Character’’ 


Lincoln Life Building 
Now More Than $185,000,000 In Force 


Fort Wayne, Indiana 
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A Commonwealth 


of Comrades 


In whatever locality you go where 
the Central States Life, of Crawfords- 
ville, Ind., operates, you will find 
boosters for it. It makes strong and 


permanent friends. 


It appeals to people who appreciate 
stability, fine quality, integrity and 


liberal service. 


Indiana people are renowned for 


their genius for friendship. They are 


strong in their personal attachments. 
They cling tenaciously to their own 


institutions. 


They patronize Indiana business 
houses because of a natural tendency. 


Indiana life insurance 


stands high with Indiana , 


people. y/ 
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President 


Edwin M. Brown 


Come with the 


Insurance Company 
of 
CRAWFORDSVILLE, INDIANA } 





‘in Indiana 
WRITE TO 


THOMAS L. NEAL 


Secretary 


If you want to write life insurance 


Central States Life 


Second Vice-President and Agency Manager 


Clifford V. Peterson 


































































































































































































methods are selected to write business 
because they can control special risks. 
Of course, many have attained that effi- 
ciency which comes only from experi- 
ence, but in attaining it they must have 
passed through that stage of uncertainty 
and temptation which is today poisoning 
the future of many young agents, who, 
with a few months of intensive study, 
would be able to take their places in 
an honorable profession as_ efficient 
units. I believe that the insurance busi- 
ness has attained the magnitude and 
importance which would justify the 
maintenance of a_ special board or 
school of instruction in each state for 
the various lines, supported by the 
companies or agents, or both, for the 
preparation of candidates, who should 
be required to show suitable proficiency 
in the elementary and fundamental prin- 
ciples of Jaw and practice, pass a satis- 
factory examination and be certified 
to the insurance commissioner before 
granting them a license. You must 
agree that it is impossible to legislate 
efficiency or uprightness into any or- 
ganization or individual; and while our 
agents’ qualification law has been a 
great help, it cannot compare with the 
united effort of the companies and 
agents toward correcting the evils 
which now creep into the business.’ I 
am glad to see that a similar view has 
been expressed by others, and I look 
forward in the hope that it may yet be 
realized. 
Qualification Laws 

“A tentative form of agents’ qualifi- 
cation law which has been submitted 
for consideration requires, among other 
conditions, an exhaustive investigation 
by the insurance commissioner into the 
character of the applicant, his knowl- 
edge of business and the law. Such an 
investigation, in order to be of much 
value, would necessitate an individual 
or private examination; and this, if 
conducted by the department, after an 
agency agreement had already been 
reached by the company and applicant, 
would doubtless entail expensive de- 
lays to both, if not cause a reversion of 
the contract. 

“While a discussion of this feature 
may be foreign to my subject, its bear- 
ing upon the efficiency of agents would 
seem to justify some reference to it; 
and while the department should have 
power to supplement any investigation 
made, it would seem most practicable 
to place the burden of this investigation 
upon the company, especially as to 
character and knowledge of the busi- 
ness, requiring such data to be filed 
with the department. In reaching this 
conclusion, I have in mind the record 
of one or two companies doing a large 
business in our state who make a most 
thorough investigation of all agents be- 
fore employing them, and, what is more 
important, rely absolutely upon the 
result of their own investigation. In 
each case the record of the company 
and the agent over a period of years 
is free from complaint, and shows at 
every point remarkable efficiency. This 
leads me to believe that whenever a 
company is determined to have efficient 
agents of a type that will dignify the 
profession, it can be done without re- 
gard to qualification laws and depart- 
mental requirements; and without this 
determination on the part of the com- 
pany, qualification laws and question- 
naires are fruitless. 


Present Day Conditions 


“The receding wave of prosperity 
has had a disturbing effect on all busi- 
ness, especially insurance, calling for 
a complete readjustment of fire insur- 
ance and involving the industrial life 
companies in innumerable claims of 
questionable merit, resulting in a heavy 
lapse ratio among old-time companies, 
and making it much harder for the 
agent to secure business. Such condi- 
tions are apt to lead the unscrupulous 
agent into temptation and error. To 
successfully cope with these problems 
requires the skillful direction of the 
companies and the fullest cooperation 
of agents with proper training, imbued 
with the idea that insurance in its last 








analysis is purely a matter of mutual 
protection. Without this training and 
coéperation the prospect of efficiency 
is obscure. 

“Success in every line of business 
is becoming more and more a matter 
of specialization, and particularly is it 
true of insurance, which the ingenious 
calculation of tireless actuaries has ap- 
plied to every possible contingency. 
The contractual relation between the 
company and the insured has become 
so complex and the protection provided 
has been so extended that special 
training and qualifications are essential 
to the efficient agent, that the interests 
of the company and applicant may be 
equally protected. 


Full Time Desirable 


_“The desirability of employing part- 
time agents has long been a serious 
and debatable question. The status of 
their occupation necessarily makes for 
inefficiency. They may be placed in 
three groups, each of which is unfavor- 
able for concentrated effort: first, the 
student of limited means who under. 
takes to earn the expenses of an educa- 
tion while acquiring it; second, the em- 
ploye with insufficient ability in his 
chosen line to demand an attractive 
salary, which he tries to supplement by 
writing insurance; and, third, the man 
who, in order to secure a rebate on his 
own policy, or commission on some 
special risk, takes an agency contract 
without any thought of holding himself 
out in good faith as an insurance agent. 

“Nothing is successfully done by 
halves, and the agent who has net 
enough faith in the insurance business 
as a profession to identify himself with 
it, giving it all his time, stands a poor 
chance of becoming an efficient agent. 
Disappointments are common to the 
insurance canvasser, and only continual 
rubbing will keep up the mental luster 
which radiates from every efficient 
agent 

Positive Basis of Measure 


“The positive side of this subject 
may, in my mind, be summed up in a 
very few words, divided into the fol- 
lowing groups: first, strict selection 
of agents by the companies; second, 
thorough and full-time application by 
agents; third, a course | study for 
new agents; fourth, codperation in up- 
holding the policy of the company and 
enforcing state laws. 

“Coéperation is the fundamental re- 
quirement, all others being correlative. 
The efficient agent will not only empha- 
size the selling features of his policy, 
but will also give a clear exposition of 
all the terms and conditions which 
might invite a future misunderstand- 
ing. He will not only praise his own 
company, but will hold up any licensed 
company as a model of justice and fair 
dealing. He will not only obey the law, 
but will refrain from any word which 
might reflect upon the integrity of his 
competitive agent. 

“Prohibitory measures are at best 
evidence of individual neglect, while 
restrictive laws invite resistance. Pro- 
per training should make both unnec- 
essary, and in this may lie the key to 
efficiency.” 


Field Men’s Club Election 


The Chicago Field Men’s Club will 
hold its first meeting of the season Oct 
12 in the banquet room of the Republic 
building, the annual election being the 
feature of the evening. This is the 
beginning of a year of expansion on the 
part of the club and there is a plan un 
der consideration that will give it 3 
heretofore unknown impetus. There 38 
considerable talk in favor of John 
Stevens of the State Mutual as presr 
dent and he has many ideas of develop 
ment that will build up a wider inflv- 
ence and popularity of the organization. 
Two of the past presidents have ¢&* 
pressed themselves as favorable to Mr. 
Stevens’ election. 


Superintendent of Agents W. S. well 
of the Berkshire Life has just returne 
to the home office from a trip throus® 
the middle west, 
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WORK ON NEW HUSBAND 


MILWAUKEE JUDGE’S ADVICE 


Says Admonitions on Life Insurance 
Should Come at End of Marriage 


Ceremony 
MILWAUKEE, WIS., Sept. 27.— 
Every clergyman should be so well 


sold on the vital necessity for life insur- 
ance protection that the closing of mar- 
riage ceremonies should become not 
only an occasion for congratulation, 
but also for a few admonitions on the 
first duty o1 the new husband, which 1s 
to secure adequate life insurance at 
once. 


The average banker appears to be in 
great need of education on life insur- 
ance matters in connection with busi- 
ness progress. 

These and other points made by 
County Judge John C. Karel of Mil- 
waukee, who is also president of the 
Equitable Fraternal Union, before the 
initial meeting of the fall and winter 
season of the Milwaukee Association of 
Life Underwriters last week, all revolv- 
ing around the point that the life under- 
writers’ duty goes far beyond mere pil- 
ing up of volume of business paid for, 
signalized a new keynote in the Milwau- 
kee association activities. 


Take Part in Civie Affairs 


Judge Karel’s insistence that the life 
underwriters’ organizations must take 
a greater interest in civic affairs of their 
communities, and come out of their 
shells, so to speak, resulted in at least 
one plan for extension of activities by 
the Milwaukee association—namely, a 
large share to be taken in a campaign 
shortly to be inaugurated in Milwaukee, 
for a Centralized Budget of Philan- 
thropies, from which all charity organi- 
zations are financed. On motion of Al- 
vin H. Frazier, agency manager for the 
Bankers’ Life, eight members will be 
appointed captains of as many teams to 
help in the campaign. 

It was decided to revive the com- 
mittee on civic affairs and bring before 
the association important local matters 
along these lines for action and thus 
take a share in the organized public and 
civic affairs of the city. 

_Just how the suggestion of Judge 
Karel, that a committee be appointed 
to interest more bankers in life insur- 
ance for business purposes, will be 
tackled, remains to be seen; but the 
interest of the Milwaukee association is 
very keen in the project. 


Few Estates Properly Protected 


Judge Karel, who was elected an hon- 
orary member of the Milwaukee asso- 
ciation, stated that he has_ recently 
taken special pains to observe the sub- 
ject of life insurance in connection with 
probate cases in his court. He said he 
was astonished to find that not more 
than one or two cases out of ten show 
an adequate amount of life insurance 
Protection in connection with estates. 
He drew a stirring picture of the scenes 
daily enacted in his court, when families 
are torn apart, never to be reunited, 
merely because of the lack of proper in- 
surance protection. 

_ “I recently asked for data in Wash- 
ington,” he said, “and was told that but 
4 percent of the insurables in this coun- 
try are insured. 
young man in great distress came 
‘to me the other day for advice. He had 
been to the banks and every other place, 
to get a loan for a business project, and 
had been turned down. Not a banker 
said anything to this man about using 
chose surance. I got a banker on the 
= e and asked him if the man could 
— the loan Provided he took out a 
a — gp policy, and the banker im- 
ee ws y said yes. This shows the need 
education, and it is up to you life 
men. It is not up to your life presi- 


dents, or agency managers, but up to 
you men in the field. 


Talk Insurance at Weddings 


“I believe in having marriages per- 
formed by the clergy. However, when- 
ever I do perform a ceremony I never 
let the occasion go by without talking 
to the groom about adequate life insur- 
ance protection, and it seems to me this 
is a duty of the man officiating at the 
ceremony, and this again is a matter of 
education for you life men to perform. 


“T believe that when you have sold a 
policy, you ought to write a nice letter 
to the new insured, and tell them just 
what is in the policy, in plain English; 
just what to do when death comes, and 
all that. You have no idea of the num- 
ber of vultures who prey on a widow or 
an orphan, even amidst the early grief 
of bereavement, and they don’t know 
what to do. 


Fights Taxing of Life Insurance 
_ “I have fought and will fight the taxa- 
tion of life insurance. he man who 


does try to protect his family and gives 
his hard-earned pittances toward keep- 














ing up his premiums, should not be | the Robertson law practically all of 


taxed. 


the companies domiciled outside of 


“You younger agents are invited to | Texas withdrew from the state because 


my bench at any time, and you will 
learn some things which will make you 
feel a new attitude toward the great 
work you are performing.” 

Mr. Frazier, in the discussion follow- 
ing Judge Karel’s address, asserted that 
the time will come when the life insur- 
ance man will be held responsible “for 
every new brick that goes to build an 
orphan asylum.” 

President A. C. Olson announced that 


a meeting of the executive committee | 


will be held shortly to take up the 
points raised at this meeting in addition 
to other subjects which affect the fall 
and winter program of the Milwaukee 
association. 


More Outside Companies in Texas 


Observers of life insurance affairs in | 


Texas have frequently remarked of late 
upon the increased number of com- 
panies now operating in the state. Each 
year sees several new life companies 
from the outside entering Texas. 
Immediately following the passage of 


of objections to several features of 
the law. It was felt for sometime that 
the bulk of the life insurance business 
written in Texas would always go to 
the Texas companies. 

Of late years, the Pacific Coast and 
Mississippi Valley companies have 
shown an inclination to get into Texas, 
Every year more outside companies 
enter the state. One Dallas general 
agent, whose company operates widely 
all over Texas, stated that there “are 
now at least 50 companies aggressively 
seeking business in Texas. From pres- 
ent indications Texas companies are to 
have more and more competition from 
outside companies each year. 


A. E. Yahr, representing the Central 
Life at West Bend, Wis., has won the 
cup for the agent writing the largest 
business during a month in Wisconsin 
for the second time this year. Mr. Yahr 
is one of two Wisconsin agents who 
have twice won the cup this year. It 
becomes the property of the agent who 
at the end of the year shows the largest 
number of monthly winnings. 
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Another Leader Passes On 


In the passing of President Jesse R. 
CrarK of the Union Centrat Lire on 
Sunday the life insurance world loses 
one of its leaders and the Union CEN- 
TRAL a president of unusual ability. Mr. 
CiarK, like Hatey Fiske, Forrest F. 
Drypen, Darwin P. KINGSLEY and a 
number of other presidents of leading 
companies, followed men who were cre- 
ative figures in life insurance and who 
laid the foundations for their companies 
so securely that their future as impor- 
tant institutions was assured, but who 
still left important work to do in round- 
ing up the structure. Mr. CiarKk built 
upon the foundations laid by President 
PATTISON a structure much larger than 


Mr, Pattison himself would probably 
have built in the same time. He did this 
by adopting modern organization 


methods. 

Mr. CLarK was a banker rather than 
an insurance man in his tendencies, al- 
though he ably filled the position of an 
insurance president. He built up the 
company’s investment system which has 
become a model for other companies to 
follow. On assuming the presidency on 
Mr. Patrtison’s death he promptly grasped 
the great possibilities presented and 
proceeded to realize them to the fullest 
extent. He developed the company in 
all directions, brought it prominently to 
the front as a Cincinnati as well as a na- 
tional institution and became one of the 
well-known business and financial fig- 
ures of his city and state. 

In his personal life, Mr. 
simply and quietly. He 
largely to charity and took his full part 
in civic affairs, but he preferred the 
quiet of his own fireside. He was per- 
haps most prominent in church activ- 
ities and was leading layman of the 
Methodist church. He was abstemious 
in his personal habits, courteous in his 
manner, seldom losing his temper and 
never using profanity or unseemly lan- 
guage; he never smoked. He was a 
good executive, capable and business- 
like at all times, ready to meet any sit- 
uation as it might arise and prepared to 
take the initiative when necessary. By 


CLARK lived 
contributed 


nature and training a financier and man 
of affairs, he showed his human side in 
many little acts of kindness and courtesy 
which endeared him to those who knew 
him and were in intimate contact with 
him. He was cautious in business, and 
never unnecessarily committed himself. 
He was always found on the right side 
of civic and moral questions, and gave 
worthy movements the benefit of his 
keen acumen and business judgment. 
He liked order and system and the home 
office building of the Union CENTRAL 
is equipped with all the best labor-sav- 
ing devices. This was but a part of his 
love for efficiency and thoroughness. 
There was no slackness about Mr. 
CLaRK in any way. His personality 
permeated through all the departments 
of the company and dominated both in 
the field and home office where he was 
loved and respected. Mr. Crarx did 
not easily make friends outside his own 
circle; he was not a “mixer,” as the 
term is understood. His nature was 
somewhat timid, though he always com- 
manded respect and took his place, 
whatever it might be. 

In the great matter of mutualization 
or the increase in the capital stock of 
the Union CENTRAL, he held to his posi- 
tion tenaciously and fought his op- 
ponents coolly and ably. He employed 
the best legal talent and won out over 
the combined efforts of several of the 
strongest insurance departments of the 
entire country. 

When the Union CENTRAL decided to 
erect a home office building, it was due 
to Mr. CLark that it erected one of the 
finest office buildings in the country. 
In all things he was a man of achieve- 
ment and the fifteen years which he 
served as president of the Union Cen- 
TRAL marked its great construction 
epoch. 

His love and care for his family, his 
devotion to his business, as well as to 
his church, his interest in the welfare of 
his community and his constructive 
force and ability mark him as a man 
whose place in the worth-while affairs 
of life may not easily be filled. 


Prospects Among Legatees 


Some life insurance men say that they 
have found excellent prospects among 
those people who have received bequests 
of different kinds. The probate court 
records will show the beneficiaries, 
legatees, heirs and next of kin. It is 
found in approaching these people that 
frequently they have not received the 
amount they expected because the in- 
heritance tax and other expenses had to 





be paid and that caused a sharp shrink- 
age in the value of the estate. Taxes 
and the expenses of the administration 
had a material effect on the estate. 
These agents who have approached 
beneficiaries say that they are excellent 
prospects for inheritance tax insurance 
because they had recently came in con- 
tact with an estate and know how it can 
be reduced. 





George W. Rodenberg of St. Paul, 
member of the Minnesota legislature for 
several years and general agent of the 
National Life U. S. A., is this month 
celebrating his 40th consecutive year 
in the life insurance business. He is 
the recognized dean of northwest life 
underwriters. As Mr. Rodenberg 
started in the business in early years, he 
still considers himself a comparatively 
young man and says he is good for 
another 40 years of active and successful 
soliciting. 

In September, 1881, he entered the 
employ of the Germania Life at Cin- 
cinnati. In 1891 he was transferred to 
St. Paul, which city has ever since been 
his home. In 1901 he became general 
agent for the United States Life. When 
that company retired from Minnesota 
he accepted the general agency for the 
National Life U. S. A., which position 
he still retains. 

“IT have seen the day change,” said 
Mr. Rodenberg, “from $5,000 being con- 
sidered a large policy to the present 
time when a policy for $100,000 is not 
out of the ordinary. I have helped 
make much insurance legislation now 
on Minnesota statute books; but in my 
opinion the legislative betterments have 
always originated within the insurance 
fraternity itself. I can also say that in 
my 40 years’ of life underwriting I 
have never ‘twisted’ a single policy.” 

George W. Guth, vice-president of 
the Hawkeye Life of Des Moines, was 
married in Des Moines last week to 
Miss Mary Staniey, daughter of Mr. 
and Mrs. T. E. Stanley of Earlham. 
Mr. Guth is one of the best known life 
insurance men in Iewa and was at one 
time connected with the Iowa State 
Live Stock. 


J. L. Shuff of Cincinnati, president 
of the National Association of Life 
Underwriters, has promised to address 
the Pittsburgh Local Association either 
on Oct. 20 or Oct. 21. Mr. Shuff does 
not expect to make any declarations of 
policy or outline any program previous 
to that meeting. He will probably an- 
nounce an outline of the work which 
his administration proposes to under- 
take at Pittsburgh. Mr. Shuff hopes to 
visit the New York office at once, pos- 
sibly this week, and become thoroughly 
familiar with its operations. 

President Shuff addressed the Cin- 
cinnati association at its first fall meet- 


ing on Wednesday evening of this 
week. 
Homer D. Warrick, Sheldon, IIl., who 


was a district agency manager of the 
Farmers National for seven years and 
was compelled to resign last spring on 
account of ill health, has regained his 
health and is again in the field with 
the Farmers National Life, taking terri- 
tory in eastern Illinois. 


The Royal Union Life of Des Moines 
was 37 years old last week. First Vice- 
President and Secretary Sidney A. Fos- 
ter sent out a letter to the agents of 
the company and its friends as well as 
policyholders, thanking them for their 
assistance in bringing the company to 
its present highly successful condition. 


Miss Doris M. Goethe of Omaha, 
Neb., has already achieved much dis- 
tinction in life insurance. She is the 
only woman holding a general agency 
contract with the Lincoln National 
Life. Miss Goethe was formerly con- 
vention hostess of the city of Omaha, 
gaining a national reputation by her 
effective work in that capacity. When 
she decided to retire from that activity 
she received many business proposi- 
tions. She decided to go in life insur- 
ance and contracted with the Lincoln 
National. She formed a partnership 
with W. C. Bronson, formerly a suc- 
cessful shoe salesman, the general agency 
operating under the name of Bronson 











MISS DORIS M. GOETHE 


& Goethe. Miss Goethe stands at the 
head of the women producers of the 
Lincoln National. In July she made 
the fourth place in paid for business 
in the entire agency force. Miss Goethe 
produces a high grade line of business 
and in addition has been successful in 
building up an agency. She has added 


three women agents in the Nebraska 
territory. 
Robert C. Newman of St. Louis, the 


salesman for the Missouri State 
Life, is the first personal producer to 
qualify for the next Quarter Million 
Dollar Club. He secured the $250,000 
during July and August, two very un- 
desirable months. His home office pre- 
dicts that his production this year will 
be $2,000,000. He entered the life in- 
surance field in 1911 with the Pruden- 
tial. In 1913-14 he led that company 
by insuring the greatest number of lives. 
In 1915 he wrote the largest volume of 
business. He then joined forces with 
the Missouri State Life and each year 
ranked second until last year, when he 
became the leading personal producer. 


star 


Richard P. Lake of Memphis, 
Tenn., general agent for the Equitable 
Life for over 36 years, died the other 
day. He had the distinction of being 
the youngest commissioned officer in 
the Confederate army. He was only 17 
years of age when the war ended. He 
was one of the best known life insur- 
ance men in his section. 


Col. 


George Kuhns, president of the Bank- 
ers Life is now Grandpa Kuhns. A 
daughter, Elizabeth Brice Heinz, was 
born to the daughter of Mr. and Mrs 
Kuhns last week. W. A. Heinz, father 
of the new daughter and son-in-law of 
the insurance president, is agency 


cashier of the Bankers Life. 

As a_ suitable recognition of more 
than 32 years of service in behalf of 
the Guardian Life of New York, of 


which he is now about to complete his 


| first year as pres’ ‘dent, October has been 





designated as “President’s Month” in 
honor of President Carl Heye. 

A unique plan has been devised by 
which Guardian field men are to sen 
replicas of varied colored roses with the 
applications they write during “Presi- 
dent’s Month.” A pink rose signifies an 
application for less than $5,000; a re 
rose, from $5,000 to $10,000, and a yel- 
low rose, $10,000 or over. At the end 
of the month a bouquet of these flowers 
is to be presented te Mr. Heye in 4 
vase on which will appear the names 0! 
each representative who wrote $25. 000 
or more of examined business during 
October. These top line producers will 




















the 
the 
lade 
ness 
ethe 
ness 
1 in 
ided 


aska 


the 
state 
r to 
llion 
000 
un- 
pre- 
will 
_ in- 
den- 
yany 
ives. 
C4 of 
with 
year 
n he 
acer. 


phis, 
table 
yther 
yeing 
r in 
ly 17 

He 


1sur- 


ank- 
was 
Mrs 
ather 
WwW of 
ency 


more 
lf of 
x, ol 
e his 
heen 


)” in 


d by 
send 
h the 


:) 


uring 
s wi ! 








September 29, 1921 


LIFE INSURANCE EDITION 

















receive an autographed photograph of 
President Heye. 

“Say it with roses” is the slogan for 
the month and the Guardian field force 
has girded itself for the most active 
campaign in its history. 


Will G. Farrell, general agent of the 
Penn Mutual Life at Salt Lake City 
has removed to Los Angeles, where he 
will continue to write insurance. Mr. 
Farrell took a prominent part in the 
organizing of the life men of Salt Lake 
City and was for a time president of 
the Utah Association of Life Under- 
writers. He was identified with many 
civic, social and business organizations 
and at the time of his departure for 
the coast city was a governor of the 
Salt Lake Commercial Club. 


The Colorado Association of Life 
Underwriters has gone on record in 
praising Insurance Commissioner Earl 
Wilson for his “courage, fairness and 
integrity, and his efforts to keep the 
insurance business of the state on a high 
plane.” This resolution which was 
unanimously adopted comes from the 
attack made on Commissioner Wilson 
by the Mountain States Life, whose li- 
cense he attempted to revoke. Recently, 
the company filed charges with the 
State Civil Service Commission, mak- 
ing serious charges against the com- 
missioner. 


TELLS ABOUT NEW COLLEGE 





Western Union Life Has Adopted Plan 
for the Training of Life 
Salesmen 





The Western Union Life College of 
Spokane, Wash., was chartered about 
five months ago and started a class of 
42 in a three-month course of life insur- 
ance salesmanship a few days ago. 
True Uncapher, vice-president of the 
Western Union Life, is president of the 
college. He gave out the following 
statement as to its purpose: 

“The special function that it will per- 
form in the next two and a half years 
will be the filling of a contract with the 
Western Union Life to teach its course 
in scientific salesmanship of life insur- 
ance to seventy classes in seventy cities 
of the United States. The faculty in- 
cludes five men at present, all of whom 
have been in the life insurance business 
from five to twenty years as salesmen 
or executives. They are all graduates 
of the life insurance section of the Car- 
negie Institute of Technology at Pitts- 
burgh. 

“The course is for twenty weeks, the 
first term being twelve weeks solid and 
the remaining eight weeks being dis- 
tributed over two years, one week every 
three months, the work being given as 
the field work done by the student en- 
ables him to grasp more fully the ad- 
vanced lessons. 

“The classes are selected from men 
who have had field experience in other 


lines, but not as life insurance salesmen. 
It accepts no experienced salesman who 
has heen connected with any other life 


msurance company. Dr. W. E. Neely 
is director for the college and is in 
charge of the Spokane class, teaching 
two periods each day.” 


Life School at Sioux Falls 


gJohn_ K. Cressey, manager of the 
Sioux Falls, S. D., agency of the Mu- 
tual Life of New York, has opened a 
night school of life insurance salesman- 
ship, to which are invited all persons 
Who desire to “find themselves” as to 
whether or not they are adapted to the 
felling of life insurance. The work 
will be free of charge and is expected 
to attract a number of men and women 
who may have been contemplating en- 
tering the life insurance profession. Mr. 
ao Is assisted in conducting the 
i col by S. W. Russell and E. J. 

organ, both of the Sioux Falls agency. 
~t. Morgan was an educator of promi- 
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PYRAMIDS OF PROGRESS: Insurance in Force 
December 31, 1911 . . . $1,729,970.00 


December 31,1913 . . $4,051,150.00 : : 
December 31, 1915 . . $7,199,500.00 a pee gngs eg 
December 31, 1917 . . $11,750,811.00 associate, With @ rapully pro- 


December 30, 1920 . $22,000,000.00 gressing company. 
Aug. 31, 1921 . $26,200,000.00 








The Close of the Day’s Work 


WHEN you begin to figure up yourearn- All this and more we constantly strive to 
ings and recall the several reasons for give our agents. This coupled with good 

failures during the past year, you then more policy contracts and liberal commissions, is 

than any other time keenly realize the im- an incentive which should interest any am- 

portance of a helpful constructive home bitious agent who wishes to make the most 

office service that trains you to overcome of his salesmanship efforts. 

such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and We would like to hear from several 
a direct co-operative spirit generously given. good men for important field positions 


Inter-Southern Life Insurance Compan 
JAMES R. DUFFIN, President LOUISVILLE, K TUC 








The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the com- 
panies that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE Co. 


J. H. Leffler, Acting President John W. Dragoo, Secreta Harry H. Orr, General Counsel 
MUNCIE, INDIANA 








Incorporated 1844 In Its 77th Year 





The Policy of Protection Plus Pecuniary Far-Sightedness 
Is Pre-eminently STATE MUTUAL. 


Our agency organization places honest service rendered 
the acme of all insurance attainment. 


STATE MUTUAL LIFE ASSURANCE COMPANY 
WORCESTER, MASSACHUSETTS 


B. H. WRIGHT STEPHEN IRELAND D. W. CARTER 
President Superintendent of Agencies Secretary 
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Having recently entered 
Indiana‘ 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


—{}- 
Contract direct with the 
Company. 

-{f}- 
Over $125,000,000 of in- 
surance in force. 

—o- 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 




























Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 



















































A Wider Field 


An Increased Opportunity 


, Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 
2—protective insurance and Educational and Business Start 
Endowment Insurance. This extension of the age limit for 
Ordinary Insurance down to age 2 helps our Agents consider- 
ably. We issue Participating and Non-Participating Policies. 


As regards adults, we write contracts with Double Indemnity 
provisions covering any kind of fatal accident, or with 
Double Indemnity provisions covering fatal travel accident 
only, as may be desired. 


We issue policies with waiver of Premium and Disability 
Annuity or Installment Payment features. 


We insure males and females at the same rates. 


OLD COLONY LIFE 
INSURANCE COMPANY | 
CHICAGO, ILLINOIS 
































CONDEMNS LAWS WHICH 
RESTRICT INVESTMENTS 


Cites Two States As Using Wrong 
Method In Restricting 
Foreign Companies 


COMPANY AND ASSURED HIT 


Commissioner Hobbs of Massachusetts 
Outlines Investment Requirements 
at Louisville Convention 


Criticizing the present policy of in- 
vestment restriction adopted by some 
of the states, Commissioner Hobbs of 
Massachusetts outlined “The Invest- 
ment Laws Relating to Insurance Com- 
panies” before the National Convention 
of Commissivners at Louisville yester- 
day. He suggested a greater liberty for 
life companies in states other than the 
home state and condemned the recipro- 
cal practice as harmful to the insurance 
business. Sound investment requires a 
certain degree of judgment which must 


be exercised by the investor and not by 
the state and especially not by a multi- 
plicity of states. 


Several Motives Operating 


“A careful reading of the investment 
laws of the several states applying to 
insurance companies discloses the fact 
that several legislative motives have 
operated in their composition,” said Mr. 
Hobbs. “The main idea is undoubtedly 
to secure a certain measure of sound- 
ness and stability and prevent insur- 
ance funds from being wasted in specu- 
lative and unsound investments. But 
superimposed on this is a series of en- 
actments, prohibitory or regulatory in 
their nature, which have not so much to 
do with the merits of the investment as 
to eliminate practices deemed contrary 
to public policy; and a further series 
which seek to direct insurance funds 
into channels favored by the policy of 
the state, either by making certain secur- 
ities legal investments, or by using a 
certain degree of compulsion. Hence, 
although insurance investment laws 
have nowhere approximated the ex- 
traordinary detail which characterizes 
the savings bank investment laws en- 
acted in certain states, they are 
frequently of considerable volume and 
exhibit a notable variety among which 
any trace of uniformity is indeed hard 
to seek. 


Foreign Regulation Harmful 


“There is, of course, no real need of 
uniformity save in so far as the invest- 
ment laws apply to companies of other 
states. There, indeed, a certain similar- 
ity of treatment must exist or the trans- 
action of an insurance business in the 
several states becomes a very difficult 
problem. A company in mapping out 
its investment policy has, first of all, to 
consider its own business. Its primary 
function is not investment, but insur- 
ance, and its investment must be 
chosen always in view of the fact that 
they are to be ancillary to the business 
of insurance done by the company. Not 
only should they be sound, yielding a 
reasonable return of interest, but they 
must be chosen according to the ability 
of the company to maintain its funds in 
a permanent form or its necessity of 
keeping them in such form that they 
can be readily converted into cash. The 
company, of course, must take the law 
of its own state into consideration and 
this may conceivably have a marked 
effect upon the manner in which it deals 
with its main problem. But if to this be 
added the necessity of making altera- 
tions in its investment policy to meet 
the requirements of several states, the 





problem becomes immensely compli- 
cated. 

“Fortunately, the requirements of 
most states are not hard to meet. A 
number have no laws whatever applying 
to the investments of foreign companies. 
Most of those which have such laws un- 
dertake merely to regulate the invest- 
ment of the statutory deposit or of a 
sum equal to the minimum capital re- 
quired of domestic companies transact- 
ing the same classes of business. There 
are, however, certain states which pre- 
scribe a somewhat narrow limitation. So 
long as the fund affected is not large, 
compliance is not a serious matter, 
especially in view of the abundance of 
governmental issues, which are accept- 
able in practically all states. The real 
mischief comes in states which have a 
domestic law which applies indifferently 
to domestic and foreign companies and 
affecting a substantial portion of the 
assets. Even if compliance with the law 
of each of these states is not in itself 
a serious problem, the necessity of con- 
forming investments to suit several such 
laws increases in geometric ratio the 
difficulty of formulating a consistent in- 
vestment policy. 

Two Notable Cases 

“Under this heading must be noted 
two laws of more serious moment, the 
laws of Texas and South Carolina 
affecting the reserves of life companies 
against policies on the lives of resi- 
dents of those respective states. South 
Carolina undertakes to compel the in- 
vestment of those reserves in local 
securities by means of a tax which is 
reduced in proportion as those reserves 
are invested in such securities. This 
law is of doubtful constitutionality and 


-is, I believe, at present the subject of 


litigation. The Texas law requires the 
investment of three-fourths of such re- 
serves in certain local securities as a 
condition of the transaction of business. 
“The criticisms given above apply 
with equal force to these laws and they 
are highly objectionable for further rea- 
sons. If it is proper for these states to 
enact such laws it is equally proper for 
other states, and general action of this 
sort would force upon the companies an 
investment policy entirely removed 
from any consideration of financial 
soundness or adaptability to the com- 
pany’s needs. Undoubtedly, all com- 
panies should take into consideration 
that the removal, even if for a time only, 
of a large volume of the funds of a 
given community may seriously deplete 
the funds for financing local needs, and 
not only the advisability of scattering 
investments but a desire to play fair 
with the states should induce invest- 
ments in states which contribute largely 
to premium income, but this can be 
done safely only according to local con- 
ditions. Investment in state or munici- 
pal bonds is prudent only in proportion 
to the degree of self-control exerted by 
state legislatures and local governing 
bodies. Mortgage investments are pru- 
dent only in proportion to the degree 
with which the state protects the right 
of the mortgagee. Investment in the 
bonds of public service corporations is 
prudent only in the event that the state 
policy permits such corporations a fait 
proper consideration to all of these mat- 
ters will have no need of legislation 
such as exists in South Carolina 
Texas. 
Michigan Policy Cited 
“In dismissing the subject, one 
cite with approval the policy of he 
Michigan law which requires the assets 
of a foreign company to be invested i 
accordance with the laws of its ow? 
state and to venture the hope that we 
will in the course of time have sufficient 
confidence in ourselves and in each 
other to be assured that the companies 
of all the states are sufficiently well 
controlled with regard to their invest- 
ments so that they may be admitted and 
permitted to do business anywhere 
without reference to the investment 
laws of any state other than their ow?. 
Also, to express the hope that at some 
time all laws requiring either a special 
deposit or a general deposit may b¢ 
(CONTINUED ON PAGE 18) 
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COST OF LIBERALIZING 
DISABILITY FEATURES 





Actuaries of Life Companies Ad- 
mit That New Clause Will 
Cause Increase 





ALL PUT IN CLAIMS NOW 





Full Effect Not to Be Felt for Several 
Years—Fidelity Mutual’s Figures 
on Disability Causes 





PHILADELPHIA, PA., Sept. 27.— 
Accident and health underwriters con- 
tend that the life insurance companies 
are letting themselves in for heavy 
losses with their continued liberaliza- 
tion of the permanent disability clause. 
The growth of the liberality of the dis- 
ability feature in life contracts and the 
accident and health policies is very simi- 
lar. In both instances it was competi- 
tion that caused one company to make 
its contract more liberal until today 
accident and health underwriters con- 
tend that their policies are too liberal 
and that the life companies are taking 
a foolish step in making their disability 
clause more broad. 

As a matter of fact, even actuaries 
of the life insurance companies admit 
that the new disability clauses, with 
the waiting period cut down to three 
or six months and the extensive adver- 
tising on the part of the insurance 
companies to educate the public to this 
feature, will result in the cost being 
higher. _ Actuaries do not look for the 
companies to feel this feature until the 
policies have been in force for three or 
four years. 

Why Cost Will Increase 


“From an actuarial standpoint,” de- 
clared H. Gordon Hurd, assistant 
actuary of the Fidelity Mutual Life, 
“I expect the cost to increase. We 
haven’t enough experience to get the 
cost. The experience hasn’t been run- 
ning long enough. 

“In the past, some people did not 
make claims for disability although 
they were entitled to it. In some in- 
stances they had pensions, etc. Today 
the benefits are much larger and are 
so widely advertised that everybody 
entitled to a benefit will put in a claim. 
As a result claims will be higher. For 
this reason, I expect the cost to be 
higher. The benefits are larger and 
more in number. This will not be felt 
until the policies are in force three or 
four years.” 

Fidelity Mutual's Experience 


The Fidelity Mutual Life has just 
gotten up a table showing the various 
causes of disability from its 25 years of 
experience that is mighty interesting. 
rhe table follows: 





Percent 
of total 
Cause of Disability— claims 
i DEE Saceeussecsdeueceedae 1 
DD Sout cece eaadk eb knee 14 
) DT ¢2chhdenenbéhewenes eee 8 
4. Nervous breakdown .......... 10 
» Other nervous disorders sucn 
as locomotor ataxia, neuritis, 
Mb. Ceased denecsessencecees 2 
pe CC RL Cae Se 19 
i EE sane desi wands pbb dhe 
i, i toda eae c ire eae 3 
%. Results of influenza........... 3 
BO. QUO GIO onc ccccececcece 4 
 ~iknewtwensedetéenke 100 


“By far the most striking feature of 
this exhibit,” declares the Fidelity Mu- 
tual, “is the large proportion of claims 
due to diseases of the nervous system 
under which are included the first five 
groups, comprising 65 percent of the 
total claims. It is generally recog- 


living and doing business under high 
pressure is especially wearing on the 
nervous system, and hence the above 
results appear peculiarly significant. 
Statistics appear to indicate that the 
national death rate from diseases of 
the nervous system is on the increase, 
and it is reasonable to suppose that this 
cause of disability will remain promi- 
nent. 
Claims for Tuberculosis 


“Tuberculosis in its various forms 
was the cause of 19 percent of the total 
claim. It is interesting to note that six 
claims due to this cause alone were 
presented before the end of the third 
policy year. Another curious fact was 
that four such claims were made by 
policyholders whose ages at disability 
varied from 59 to 66. 

“Six percent of the total claims were 
the direct result of accident, these be- 
ing classified above under the respec- 
tive direct causes. Nervous disorders 
were caused by injuries received in 
accidents, such as a train wreck in one 
instance, and painful falls in other in- 
stances. The old saying, “The unex- 
pected always happens,’ was strikingly 
illustrated by another case, the policy- 
holder being blinded by the explosion 
of a supposedly harmless whiskey 
barrel, t 

“One thing in total disability insur- 
ance that has been misunderstood. is 
the attitude on the part of the public 
to look on the disability clause as in- 
demnity to replace salary. The com- 
panies are trying to overcome that. 
Life insurance is not indemnity except 
in corporation insurance. Life insur- 
ance is to protect the family. The com- 
panies should work together to prevent 
a man from loading up in case he is 
permanently disabled. They feel that 
$250 a month is sufficient.” 


OPTIMISM IS KEYNOTE 
OF PRESIDENT HARTY 


(CONTINUED FROM PAGE 3) 


country is impossible for me to state 
accurately, because every company’s ex- 
perience has been somewhat different 
and it would be a very difficult task to 
compile the statistics of each company, 
but I have received sufficient informa- 
tion from a sufficient number to con- 
vince me that their lapses on account 
of this general depression have been 
very heavy, indeed. 

“Nevertheless, the great business of 
life insurance has met its trials and has 
paid its losses and I predict that the 
coming decade will show developments 
and that the smaller companies will 
make a more rapid growth in the same 
length of time than the older companies 
have done in the same length of time 
in the past. ; 

“The total amount of premiums paid 
for insurance by the citizens of the 
state which I have the honor to rep- 
resent during the last vear has been 
more than $100,000,000 and almost one- 
half of this amount has been paid to 
life insurance organizations.” 


Chicago Agency’s Growth 


The Darby A. Day agency of the 
Mutual Life of New York has issued a 
statement of its Chicago business in 
1920. The Chicago office alone now has 
60,000 policyholders and $200,000,000 of 
insurance in force. It has issued $3,250,- 
200 in policy loans from that office. The 
1920 death claims paid are $1,243,996 
and cash values paid on policies ma- 
tured and surrendered totaled $2,527,- 
990. Total payments to Chicagoans, in- 
cluding taxes, dividends and matured 
endowments, was $6,455,616, as com- 
pared with $5,900,000 received from Chi- 
cagoans. The agency is now working 
on the basis of $3,090,000 new business 
a month, its average being 1,9v0 policies 
a month. 

The Equity Life of Montana, started 


by members of the Amertcan Society of 
Equity, a farmers’ co-operative organ- 





nized that the present-day mode of 


ization, has been licensed in Minnesota. 











An Exclusive Life Reinsurance Company 





THE REINSURANCE LIFE COMPANY 
OF AMERICA 
DES MOINES, Iowa. 


Prompt Service Full Coverage 


Attractive Contracts 


H. B. HAWLEY, President F. D. Harsh, Secretary 








More Than 1!4 Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this company. A study of the 
following growth in ten years is invited: 


Jan. 1, 1911 Jan. 1, 1916 





Jan. 1, 1921 


Assets $ 5,614,764 $10,279,663 $ 22,885,957 
Policies in Force 371,106 613,615 1,277,277 
Insurance in Force 49,245,028 89,596,833 251,594,364 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 








RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 
ST. PAUL, MINNESOTA 











Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 














Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
ani territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 


‘Writs, 7 The Masonic Mutual Life Association 

















WANT ADS 620 tiltnin wide $3.75 
NATIONAL UNDERWRITER, 1362 Insurance Exchange, Chicago, Illinois 















THE NATIONAL UNDERWRITER 








September 29, 1921 




















OHIO, INDIANA and ILLINOIS 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY, of Chattanooga, 
Tennessee, intends to enter these states. 


This announcement is not addressed to satisfied representatives 
of other Companies, but to experienced, successful life insurance 
solicitors who wish to obtain General Agency contracts. 


If your character is above reproach, and if you have paid for 
a minimum of $200,000 annually for the last three years, and if 
you are ambitious to own and operate a General Agency,—write us, 
giving full particulars. 


Liberal financial assistance extended during the first two 
contract years. 


Minor Morton, Vice President & Agency Manager 






















SECURITY LIFE INSURANCE CO. OF AMERICA 


ROOKERY, CHICAGO 


O. W. JOHNSON, President 


INSURANCE IN FORCE ‘ : ‘ $37,000,000 
Assets ; ‘ . . ' ; 4,074,586 
Payments to Policyholders since nsinetton 3,453,460 


Openings for General Agents and Managers in Fifteen States 


Address S. W. GOSS, Vice-President and M ger of Ag i 




















George Washington Life Insurance Company 


Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. For 
sasialined address 


ERNEST C. MILAIR, Vice President and Secretary 




























A New “Ordinary Life Select” Policy 


Issued by the 


CONTINENTAL LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 
ASSUME YOU CARRY $10,000.00 





The Company Will Pay 
For Natural Death - ° e 
For Total and Permanent Disability a ~~ an income to the Insured of - - - 
For Major Surgical Operations = faximum) a jo 
For Loss of Right Arm above Elbow or Loss of Either Les above the Knee - - 
For Loss of Right Arm below Elbow or Left Arm above Elbo - - m 
For Loss ¢ Either Leg below the Knee - - - e 
For Loss of Left Arm below Elbow or Loss Entire Sight Either Eye - - - 2,000.00 

NOTE—Payments made for disability benefits, loss of limbs or surgical affections, do not deduct from the amount payable at death. 
BEN H. BERKSHIRE, President P. R. SCHWEICH, Sec’y and Supt. of Agencies 


For Accidental Death - 
























If you want to sell your 
agency, ask for bids. Ask 
through an ad of this sort. One 
78 one column wide, ene time, 


Underwriter Want AdS Resi 


One Inch, One Column wide one tiine $3.75 
Write, Wire or Phone to 
The National Underwriter, 1362 Ins. Exch. 


Phone Wabash 27 HICAGO 


















UNION CENTRAL LOSES 
PRESIDENT J. R. CLARK 


(CONTINUED FROM PAGE 1) 


H. P. Warriner and Miss Marianne 
Clark. 

President S. Howard Swope of the 
Cincinnati Life Underwriters’ Associa- 
tion on Tuesday appointed a committee 
to attend the funeral and prepare reso- 
lutions consisting of John L.. Shuff, W. 
A. R. Bruehl, H. W. Hutchins, Emmett 
ws E, J. Wohlgemuth and C. J. 

tern, 


President Clark’s Funeral 


President Clark’s body was brought 
to Cincinnati, Monday night and taken 
to an undertaking establishment. The 
funeral services were set for Wednes- 
day afternoon at 3 o’clock at the Avon- 
dale Methodist Church, Rev. J. B. 
Ascham officiating. Wednesday morn- 
ing from 11 until 1 o’clock the body 
lay in state in the library of the Union 
Central Building and at 12:30 services 
were held at which the president’s 
brother, Davis W. Clark, bishop of the 
Methodist Church spoke as did also 
Dr. John H. Race. The burial was in 
Spring Grove Cemetery. 


Memoir Is Adopted 


At the board of directors meeting of 
the company of Tuesday afternoon the 
following resolutions were adopted: 

This board has met in special session 
to record its affectionate admiration for 
our deceased president. It is therefore. 

RESOLVED, that the community at 
large mourns the passing of a true 
and upright man, who exemplified in 
all the relations of social and business 
life of the true character of a Christian 
gentleman; that the Union Central Life 
has lost an able and successful leader, 
whose example of industry, fidelity to 
duty and honorable dealing, will not be 
forgotten; that as individuals, we 
realize the loss of a dear and faithful 
friend, whose memory will remain a 
precious possession; and that we ex- 
tend to his wife and children our ten- 
derest, warmest sympathy in the deep 
sorrow that has befallen them. 


Sketch of His Career 


Jesse Redman Clark, president of 
The Union Central Life, was born Oct. 
31, 1854, and died on Sunday afternoon 
Sept. 25, 1921. For the last 48 years, 
covering his entire business life, his 
energy and ability were devoted to this 
company. 

He entered its service immediately 
following his graduation from college 
in 1873, as a clerk. In 1878 he was 
made cashier. From the first his in- 
clination was toward the financial side 
of the company’s business. During the 
early years of his connection with the 
company he conceived the ideas that 
still control the company’s financial 
policy and began their development 
The office of treasurer had existed in 
the company’s organization from the 
beginning, but until 1886 it had been 
held by the president with rather nom- 
inal duties. In that year the growing 
investment business of the company 
was segregated in a newly established 
financial department, and the treasurer- 
ship was a separate office and given 
to Mr. Clark. This office he held fo: 
21 years. In this period the struggling 
institution for whose establishment he 















BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 


Our Policies Provide for 


Double Indemnity Disability Benefits 
Reducing Premiums 
SEE THE NEW LOW RATES 





66 BROADWAY 


ORGANIZED 1850 


INSURANCE CO. 


NEW YORK 
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OTIS HANN, President 


The Otis Hann Co., Inc. 
10 So. La Salle St. 
Chicago, III. 








ACTUARIES 


as F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 











| irre J. HAIGHT 


oun 
810-813 Hume-Maneur Bidg. 
INDIANAPOLIS 
Hubbell Building, OES MOINES, IOWA 








D esesats C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOMB 
e COUNSELOR AT LAW 
_ CONSULTING ACTUARY 
Premiums, es 
etc., Calculated. Valuations and Exam- 
inations Made. Policies and all Life In- 
surance . The Law of 


Insurance a Specialty. 
Colcord Bidg. OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 
1523 Association B 19S. LaSalle St. 
Telephone State 4 CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting” 


209 So. La Salle St. CHICAGO 











REDERIC S. WITHINGTON 
msuLTING ACTUARY 


402-404 Kraft Buildin: 
Tel. Waieat 3761 ©=DES MOINES. 1OWA 











OHN E. HIGDON) caries & Examiners 
JoHN C. HIGDON frost Gee ant 














labored, found its permanent place 
among the strong life insurance com- 
panies of the country. Through these 
years of his increasing intellectual 
power, the investment policy that he 
had originated was being developed, 
and the financial organizations he had 
established in the home office and the 
separate field organizations were sys- 
tematized, enlarged and revised under 
his intimate direction to meet the con- 
stantly changing conditions. 


Was Chosen President 


In 1906, in the height of his mental 
and physical vigor, Mr. Clark was 
called to the wider and more varied 
and onerous responsibilities of the 
presidency of the company. Here he 
further showed his capacity for organ- 
ization by instituting the present divi- 
sion of the home office into distinct 
departments, in charge of officers re- 
sponsible for the conduct of their 
respective departments and making 
monthly reports to the Board. 

As president, Mr. Clark was not 


knowledge of the principles of those 
departments of the company’s business 
with which he previously had but 
casual contact. The _ celerity with 
which he mastered these principles 
furnished an example of the versatile 
adaptability of his mind—still more 
strikingly shown in his wise treatment 
of the serious and difficult problems, 
new to the experience of the company, 
arising in the first few years of his 
administration. 

Although a new home office building 
had been discussed prior to Mr. Clark's 
accession to the presidency of the com- 
pany, but little had been done toward 
its realization. The present beautiful 
building was his conception, and was 
planned and erected under his close and 
efficient supervision. It stands an en- 
during monument to his memory. He 
conceived and created a structure that 
should typify in beauty and form and 
color, in imperishable stability and 
stately dignity, the nature of the in- 
stitution for which it was designed. 


Mr. Clark’s Characteristics 


Mr. Clark was a man of strong char- 
acter and of striking personality, com- 
manding respect and inspiring confi- 
dence. To these qualities combined 
with unusually varied talents he owed 
his distinguished success as an execu- 
tive. He had the enviable faculty of 
making and retaining friends, because 
he was genuine and true. He was a 
penetrating judge of character in other 
men, and seemed to have an almost 
prophetic insight into future conditions. 
His gift for organization and systemat- 
ization needs no other monument than 
|this company. He had an unusual 
talent for decision. He did not vacillate 
between opinions; he recognized the 
essentials of a question clearly and 
acted promptly and vigorously. He 
was particularly skillful in negotiation, 
but always fair and just. Although in 
a position of authority he preferred to 
persuade rather than to command. He 
was not ambitious for personal power, 
but was always eager for the lasting 
prosperity of the institution that early 
in life claimed his hopes, and in the 
end justified his reasonable pride in its 
success. A distinguishing element of 
his personality was his happy disposi- 
| tion. He radiated good cheer. A close 
land intimate friend and colleague said 
|“Everyone who left his presence came 
with a smile.” 

Mr. Clark was a man of broad sym- 
pathies, innate refinement of feeling 
and unaffected culture. His charities 
were many and generous, but always 
quietly, almost secretly performed. In 
his home life he was blessed in an 
unusual degree in the tender affection 
of his wife and children. 








Maj. R. W. Corbett, treasurer of the 
Milwaukee Association of Life Under- 
writers, has been nominated without op- 
position to be third vice-president of the 
Optimist Club of Milwaukee. Major Cor- 
bett is a member of the Old Line Life 
sales department. 











satisfied with less than a _ thorough | 


Business is Good with the Bankers Lite 


New business for the first six months of 
1921 shows a total of 


$'70,000,000 


as compared with 


$56,000,000 


for the first six months of 1920 


BANKERS LIFE COMPANY 


Des Moines 
Geo. Kuhns, President 








In Business Since 1862 







> 





LiFE INSURANCE ComPANYS> 
OF BOSTON, MASSACHUSETTS 


Insures all cl of selected lives, <P on the ordinary, intermediate and 
industrial plan at all ages. It also insures against total and permanent disability. Policies 
of the company are made secure by reserves maintained on the highest standard, with ad- 
ditional contingent reserves viding protection against all emergencies. Information and 
Advice on any matter rela ne to TAS incevence is Available at any time through the 
Agencies or Home Office of this Company. 











Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 
OLD LINE COMPANY 


The Company for Policyholders and Agents 














‘* The Company of Co-operation” 
DES MOINES 


LIFE AND ANNUITY 
COMPANY 


We will insure the whole family! Any plan, any age, 
either sex! This is a service our men appreciate these 
days. If it appeals to you, write. 


HOME OFFICE, DES MOINES «-t s«. IOWA 


—— 


TERRITORY—IOWA SOUTH DAKOTA 

















THE NATIONAL UNDERWRITER 





September 29, 1922 











1921 





1867 
THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


Home Office, Des Moines 











For information address: 
























CONSERVATION OF BUSINESS 
We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. ws 
Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 


























The Farmers & Bankers Life 
Insurance Company © 


is an established fact — an integral part 
of the life insurance and financial activities of 
its Home State — Kansas — enjoying the confi- 
dence of the citizens of its neighboring states in 
which it is operating. 


Fullest Co-operation with A gents 


Home Offices, Wichita, Kansas 





















































Another Innovation 


The Columbus Mutual Life announces another innovation. 
It’s the Perfected Endowment policy, designed to increase the 
benefits of endowment insurance—to give the policyholder a 
Squarer Deal. Under long prevailing methods of all insurance 
companies the endowment policyholder received no benefit for 
paying a higher premium if he died before the endowment date.: 
Note this comparison: 


A, age 40, took out two $10,000 policies: (1) Ordinary Life; 
(2) Endowment at age 65. He died in twenty years. Policy 
No. 1 had cost him about $4,600.00; No. 2 about $6,500.00; 
difference in cost about $1,900.00. Despite this difference, his 
family received no more money on the second policy than on 
the first. It was $10,000 in each instance. 


Under the Columbus Mutual’s new Perfected Endowment 
plan, the family would have received $14,530.00 on Policy No. 2; 
cash surrender and other settlement options also would have been 
on a higher basis than under the long prevailing endowment system. 


Here’s another example of the Columbus Mutual’s Golden 
Rule methods. They all mean money to the policyholder and money 
to the agent who places the business. The Perfected Endow- 
ment should be easier to sell than any policy yet devised. The 
Perfected feature will apply to endowments maturing at ages 60, 
65 and 70 and to policies fully paid at these ages. 


Full information will be sent to any agent writing his name 
and address on the margin of this advertisement and sending to 
the company’s office at Columbus, Ohio. 

















NONCANCELLABLE RATES AND RESERVES 


Vice-President Maverick of the Continental Casualty Makes a 
Valuable Contribution 














ICE-PRESIDENT MANTON MAV- 

ERICK of the Continental Casualty 
has gotten out a pamphlet entitled, “Rates 
and Reserves for Noncancellable Accident 
and Health Policies.’ He was a member 
of the committee of Bureau of Personal 
Accident & Health Underwriters appointed 
to investigate and report on the subject of 
rates and reserves for this form of insur- 
ance. Mr. Maverick was unable to agree 
with all the conclusions reached by the 
majority of the committee, and which were 
adopted by the Bureau. He presents a 
complete set of rates and reserves advo- 
cated by the minority of the committee, but 
which had not been worked out in their en- 
tirety at the time the subject was before 
the Bureau. 


Value of Excepted Periods 


Mr. Maverick declares that the chief dif- 
ference of opinion in the actuarial commit- 
tee was with regard to the values of the 
excepted periods, when no disability is 
paid. What proportion of the full cover- 
age premium should be deducted when 
forming rates for policies with various ini- 
tial excepted periods was the bone of con- 
tention. The deductible value of various 
initial periods had been worked out by the 
actuaries of the Bureau from the com- 
bined experience of Bureau companies. It 
had also been worked out by the Conti- 
nental Casualty. In both of these calcula- 
tions, the values have been determined ir- 
respective of age, so that the result in each 
instance was for a group comprising all 
ages. Mr. Maverick says that the results 
of the Bureau calculation and that of the 
Continental Casualty were fairly alike, 
although the latter’s values were somewhat 
higher than those of the Bureau. 

Manchester Unity Experience 


The majority of the actuarial committee 
adopted as the basis for its report the ex- 
perience of the Manchester Unity Inde- 
pendent Order of Odd Fellows, a fraternal 
society of Great Britain. Mr. Maverick 
criticizes the committee for using this ex- 
perience. As worked out it showed de- 
ductible values widely variant with the ex- 
perience of that of American companies. 
They are absolutely contradictory and en- 
tirely impossible to reconcile. The minority 
of the committee felt that the American 
experience was more dependable and, with 
certain modifications, it would form a 
trustworthy guide. 

Mr. Maverick declares that the Ameri- 
can experience needs modifications for 
three reasons: 

In the first place, it was collated from 
cancellable policies where by the exercise 
of the cancellation privilege some degree of 
selection of risks has been possible by the 
companies during policy continuance, with 
a resultant elimination of the impaired 


risks and, hence, a correlative diminution 
of long-time claims. Secondly, it was col- 
lated from policies practically all of which 
contained a limitation on the time for 
which indemnity would be paid, with the 
result that in some instances claims dis- 
appeared from the data before the actual 
termination of disability. In the third 
place, it was not distributed by age. 


Experience Is Modified 


Mr. Maverick says there was no statis- 
tical data either at hand or to be obtained 
by which to base modification as regards 
the first and second points. In the figures 
that Mr. Maverick presents the American 
experience has been modified by two as- 
sumptions which appear to be so excessive 
as to err on the side of caution. It has 
been assumed that under noncancellable 
forms there would be twice as many claims 
of one year or more as there would be un- 
der cancellable forms. It has further been 
assumed that all claims of one year would 
on the average continue for five years. In 
other words, every claim of one year ap- 
pearing in the statistical data of the Bu- 
reau calculation has been treated as if a 
claim of 10 years. To meet the third need 
for modification, the Continental Casualty 
made a recalculation of its experience, dis- 
tributing it by age groups of five years 
each, and finding the intermediate values 
by interpolation. 

Mr. Maverick declares that the method 
followed by the minority, even if not actu- 
arially scientific, gives at least a safe guide 
in determining the factor of deductible 
values in rate-making for noncancelalble 
policies, for the margin of safety is so 
great that if the result obtained errs, it 
errs in favor of a company by making the 
deductible values less than they really are. 


Claim Cost by Ages 


To determine relative claim costs by 
ages as a basis for the calculation of net 
term premium for a policy with no ex- 
cepted initial period, the Continental Casu- 
alty distributed about $6,000,000 weekly ex- 
posure of commercial business in classes 
select and preferred, together with its cor- 
relative claims into age groups of five years 
each. The net term premiums thus devel- 
opened were in many instances consider- 
ably lower than those developed from the 
Manchester Union experience. Mr. Mav- 
erick states that the Manchester Unity op- 
erates under a wholly different plan, among 
a wholly different class of people, and with 
a wholly different system of claim payment 
than the American companies. 

Mr. Maverick then gives sets of tables 
showing net premiums and reserves which 
are very valuable. He deserves particular 
credit for careful and comprehensive study 
of a new subject. 








BIG SUM IN INHERITANCES 





Frick Estate Will Pay to the State of 
Pennsylvania Over $7,000,000 
in Tax 





NEW YORK, Sept. 28.—It is stated 
here that the Henry Clay Frick estate 
has already paid more than $2,000,000 
to Pennsylvania in inheritance taxes. 
His estate at the time of his death, 
Dec. 2, 1919, was valued at $92,000,- 
000. New York has been attempting 
to get some of the tax. The state 
controller declared that Mr. Frick died 
a resident of this state and that his 
estate was taxable in its entirety here. 
Surrogate Foley sends down a decision 
setting aside the contention of the 
controller. As a result of the decision, 
Pennsylvania will collect a total in 
excess of $7,000,000 from the Frick es- 
tate. This shows how inheritance 
taxes pile up. Many men of wealth 
who have been studying the Frick 
estate as well as others, are convinced 
that there is no other means of meet- 








ing the demand of the federal and 
state inheritance tax but life insur- 
ance. 


EASTERN AGENTS GATHER 
(CONTINUED FROM PAGE 2) 


If $1,000 a year is saved, invest ! 
life insurance 45 percent. 


If $2,000 a year is saved, invest in 
life insurance 30 percent. 

If $5,000 a year is saved, invest in 
life insurance 20 percent. 

If $10,000 a year is saved, invest im 
life insurance 17 percent. ’ 

If $15,000 a year is saved, invest im 


life insurance 12 percent. 

If $20,000 a year is saved, 
life insurance 10 percent. 

If $25,000 a year is saved, invest im 
life insurance 10 percent. J 

Here is a check upon whether he 1s 
carrying adequate insurance. 

Another check is this—“‘Could your 
family live on what you will leave them, 
savings and life insurance combined?” 
Take five minutes. Think it over. Then 
obey that impulse. 


invest in 
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“All that its 
name implies” 


The 


Square 
deal 


Agency Contract 


Write for particulars. 


Nat hvnaly? 
neurance Company, 


Home Office, Madison, Wis. 








HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,Q00. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 
€ 

W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 





HOYT W. GALE 
General Manager for Northern Ohio 
229-233 








FEDERAL UNION LIFE 
Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 

Your Income”’ 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 











Rates Reduced 


Premium rates reduced 
September, 1920. 


All leading forms of poli- 
cies written. 


Best of contracts toagents. 


Twogeneral Agencies open 
in Iowa. 


Write for information. 





LOUIS H. KOCH, President 


National American 


Life Insurance Co. 
Burlington, Iowa 




















| WITH INDUSTRIAL MEN | 


WESTERN & SOUTHERN CHANGE 








Plan of Having Special Home Office 
Organizers in Ordinary Business 
Has Been Discontinued 





The Western & Southern is making 
some changes in its field force. It has 
discontinued for the present the plan of 
having special home office organizers 
on ordinary and two of these men 
have returned to the field as superin- 
tendents. 

H. W. Eckhardt, formerly superin- 
tendent at Flint, Mich., becomes super- 
intendent at Youngstown, Ohio, vice 
George Meyer. He is succeeded at 
Flint by C. W. Wester, home office 
inspector. H. E. Fisher, home office 
inspector, is promoted to superintendent 
of the Allegreny district at Pittsburg, 
vice J. G. Kerr, resigned: W. C. Lore, 
superintendent at Bay City, Mich., is 
transferred to the Birmingham district 
at Pittsburg succeeding C. H. Buck, 
resigned, the new super at Bay City 
being A. S. Herlock, formerly home 
office representative. A new district 
is created at East Liverpool, Ohio, with 
G. C. Smith, formerly assistant, in 
charge. 





| LOCAL ASSOCIATIONS | 














Sioux City, Ia.—The opening meeting 
of the season of the local association was 
held Sept. 17. An enjoyable dinner was 
served, after which followed the pro- 
gram laid out by the executive committee 
for this season. The newly elected presi- 
dent of the association, C. H. Ross, acted 
as chairman of the evening’s program. 
discussing the main topic for the eve- 
ning, “The National Association of Life 
Underwriters; What It Is; What It das 
Done, Is Doing and May Do.” He re- 
viewed briefly the history of the National 
Bssociation and enumerated some of the 
many benefits which have come to life 
underwriters as a result of the ideals 
which the association has fought for 
during past year. 

H. C, Reed of the Mutual Benefit han- 
dled the sub-topic in fine style, discuss- 
ing “Why Twisting Is Unethical, Illegal 
and Wrong.” A. E. Payton of the New 
England Mutual presented in very vivié 
fashion many of the outstanding sales 
points which were developed at the na- 
tional meeting at Cleveland, to which he 
was a delegate. He succeeded in bring- 
ing back to the local pody many things 
of practical value and nis talk was 
greatly appreciated. 

The applications of five new members 
were received and the indications are 
that the association will grow steadily 
and have one of the best years in its 
history. 

*_* * 


Roanoke, Va.—There will be a meet- 
ing and banquet of the Roanoke associa- 
tion Oct. 3. This meeting will feature 
Gaylord Davidson of the Shenandoah 
Life, who won the Calef loving cup, the 
first prize in the essay contest of the 
National association. 


* * 


Buffalo, N. Y.-—The Buffalo asso- 
ciation began its 1921 program with a 
luncheon on Thursday noon, Sept. 15. 
There were 60 members present and sev- 
eral new names accepted. President 
Turgeon presided and F. A. G. Merrill, 
who was present at the national con- 
vention at Cleveland, was called on for 
a report of the convention. He also 
commented on the work of the state as- 
sociation, of which he is a member, 
showing its great work in helping the 





individual life insurance man by raising | 


the standards and eliminating practices 
which retard the progress of earnest 
workers. W. I. King, secretary of the 
group department of the Connecticut 
General, gave an interesting talk on 
group insurance, showing methods of 


handling and results to employer and | 


insured. He conducted a_ strenuous 
questionnaire on the subject after his 
talk. Plans for the balance of the 
monthly meetings are being developed 
and headline speakers are being secured, 








MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 


FIRST, that in case of death from any cause, $5,000, the face of the Policy 
will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 


THIRD, that in case of death from certain accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid 


FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
ing such disability, but not to exceed 52 weeks, after which the weekly indemnity 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
insurance do MORE? And why should any man be satisfied with a policy that 
would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. 
Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 
Home Office, United Life Building Concord, New Hampshire 





“SAFE AS A GOVERNMENT BOND" 


©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE. 


jdaeeoe LATEST POLICIES AND AGENCY CONTRACT #71): 87.\n> 
Openings OHIO, IND., KY.. MICH. and W.VA. Write Colambas 











Indianapolis Life Insurance Company 
Managerships open in 
SOUTHERN INDIANA, SOUTHERN ILLINOIS and MICHIGAN 
Write to 
Home Office, Indianapolis, Ind. 
Operates in Indiana, Illinois, Michigan and Texas 








Agency Co-operation 

through direct mail advertising is just one of the features which give 
Fidelity field men a distinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $203,000,000. Faithfully serving insurers since 1878. 

A few openings for the right men. 


FIDELITY MUTUAL LIFE 


ENSURARCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 








os +1 4 OUR We have a contract for you under which your 


VICE income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, midhicin 


Cash Capital, $200,000.00 V. D. CLIFF, President 


One 











‘‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Thomas F. Daly, President 


Denver, Colorado 
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Confidence - Ability - Service 


The Splendid Record of the Past Year is a Challenge that will 
be met by every Fearless Agent who Grasps the Fact that 
\Nothing can Defeat Diligent and Honest Toil. 











1921 Will Reward Workers, but not Shirkers 








New England Mutual Life Insurance Co. 
87 Milk Street, Boston 






Seventy-seven Years of Faithful Service 


TT”  Chicago’s Finest Hotel 
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4 Hotel La Salle has won this & 
oe: title with an experienced and f¥% 
o critical public because of its fy 
i happy blend of old and fy 

new ideals. re 











- BHotel La Salle 


answers every modern demand 
in equipment, cuisine and ser- 
vice with nothing lost of old 
fashioned hospitality and home- 
like comfort. 
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The Goods --- Salesmanship 


The Same Salesmanship will sell more if the thing sold is what 
the potential buyers want. 


The Life Insurance company that appreciates present condi- 
tions will make its policies attractive. ‘ 


The Farmers National Life Insurance Company has a Com- 
plete line of up-to-date policies that includes policies that can be 
written on any age from one day to sixty years; Policies that con- 
tain the Accidental Death Benefit without exceptions and the 
Monthly Income Total Disability Benefit; Monthly Income and 
Yearly Income Policies; Policies maturing as endowments at age 
60 and at age 65; Child’s Educational Endowment Policy; and 
“the two greatest ever” — the “Guaranteed Options” Policy and 
the “Complete Protection” Policy. 


I can offer you as good territory as there is in Ohio, Indiana, 
Illinois, Missouri or Iowa. Write me — right now. 




















John M. Stahl, President 


FARMERS NATIONAL LIFE 
INS. CO. 


Farmers National Life Building 


3401 Michigan Ave. CHICAGO, ILL. 














NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 

Values and all Changes in Policy Literatures, Rate 

Digest. published enmusllyin May a¢3 50 seed the 
. pul annually in May at $3. 

“Little Gem,” published annually in May at $2.00 




















CONTINENTAL’S NEW RATES 





Chicago Company Announces Changes 
in Connection With Non- 
Cancelable Policies 





Policy forms and rate books for the 
new non-cancelable health and accident 
policy of the Continental Casualty of 
Chicago, effective Sept. 15, are now in 
circulation. The old form of policy will 
be withdrawn Sept. 30. The company’s 
policy carries practically the same bene- 
fits as are found in the policies recently 
issued by the other companies, allowing 
loss of limbs or eyes as total or partial 
permanent disability, depending on the 
combination loss. There is also a hos- 
pital indemnity of 25 percent of the 
monthly indemnity payable where hos- 
pital attendance is necessary. Age lim- 
its are 20 to 55 and policy limits are 
$25,000 of death indemnity, which costs 
$2 to $6 per $1,000, and $500 of monthly 
indemnity in classes select, preferred, 
extra preferred and ordinary. In class 
medium, death indemnity is limited to 
$5,000 and monthly income to $250. 
Death indemnity can be written only 
for $20 monthly indemnity with each 
$1,000 death indemnity. 

The rates of the Continental policies 
tare considerably below those given by 
the other companies and cover equal 
elimination period for accident and 
health benefits, although a rate is 
quoted for no elimination period. The 
new rates for each $100 of monthly in- 
demnity are as follows: 

Classes Select and Preferred 


$2 for each $1,000 death indemnity irre- 
spective of age 
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37 72.50 59.00 57.00 47.00 35.00 28.00 
38 74.00 60.50 58.50 48.00 36.00 28.50 


60 89.00 81.00 66.00 53.00 43.50 
0 93.00 84.00 69.00 55.00 45.50 
0 97.00 88.00 72.00 58.00 47.50 
0100.00 92.00 75.00 61.00 50.00 
0105.00 96.00 79.00 64.00 52.506 

110.00 100.00 83.00 67.00 56.00 


Classes Extra Preferred and Ordinary 


$3.50 for each $1,000 of death indemnity 
irrespective of age 
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WANTED 


A General Agent for 
California 


A life insurance Company 
having over $100,000,000 of in- 
surance in force and over $10,- 
000,000 of assets wants a general 
agent for territory in California. 
The following requirements are 
essential: 

1. He must have had success- 

ful experience in the man- 
ent of men. 

2. He must have had life in- 
surance experience. 

3. He must have earned in the 
immediately preceding 
years at least $6,000 a year 
in actual cash income. 

4. He must have a reputation 
for unusual energy and in- 


tegrity. 
5. He must be a personal pro- 
ducer. 


For the man who successfully 
meets all the requirements of 
this position the Company has 
an unusual offer for a contract 
direct with the home office. 


Address “California,” 62-Y, 
care of the Nat’] Underwriter. 























me ee 


Provident Life 
Insurance Company 
Bismarck, North Dakota 
Insurance in Force, $13,500,000 
F. L. CONKLIN, 








H. H. STEELE, 
Presiden’ 


t Secretary 

Cc. L. YOUNG, H. B. BEACH, 
Vice-President Ast. Sec. and Actuary 
J. L. BELL, W. H. BODENSTAB, 
Treasurer Medical Director 





























WANTED 


to get in touch with Life Insur- 
ance Agents and General Agents 
for State of Illinois by growing, 
progressive Company. 

Liberal contracts with attractive 
renewals. 


Insurance in force to December 
31, 1919, $6,005,686.00. 


Providers Life Assurance Co. 


Home Offiees 
10 South La Salle Street 
CHICAGO, ILL. 

















, 1921 
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1 week 
excepted 
2 weeks 
excepted 
1 month 
excepted 
2 months 
excepted 
3 months 
excepted 


> 
09 
te) 
% Full 
coverage 


.--114.00 96. / ° e 
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50...130.00 112.00 101.50 83.00 67.50 55.00 


51...135.00 116.00 105.50 86.50 70.00 57.50 
52...141.90 121.00 110.90 90.00 73.00 60.00 

3...147.00 126.00 115.00 94.00 76.00 62.50 
64...152.00 131.00 12050 99.00 79.50 66.00 
55...158.00 136.00 126.00 104.00 83.00 70.00 


Class Medium 


$6 for each $1,000 of death indemnity 
irrespective of age 
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3.50 93.50 84.50 73.50 55.50 44.00 
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16.00 96.00 87.00 75.00 57.00 45.00 
19.00 98.50 89.50 76.50 58.50 46.50 
22.00 101.00 92.50 78.00 60.50 48.00 
25.00 104.00 95.50 80.00 62.50 49.50 
28.50 107.00 98.50 82.00 64.50 51.00 
32.50 111.00 101.50 84.00 66.50 53.00 
37.00 115.50 105.50 87.00 69.00 55.00 
41.50 120.00 109.50 90.00 72.00 57.50 
46.50 124.50 113.50 93.00 75.00 60.00 
51.00 129.00 117.50 96.00 78.00 62.50 
56.00 133.50 121.50 99.00 81.00 65.50 
62.00 139.00 127.00 103.50 84.00 68.50 
69.00 145.00 132.50 108.00 88.00 71.56 
76.00 151.00 138.50 113.00 92.00 75.00 
t 83.00 157.50 144.50 118.00 96.00 79.00 
3 99.00 164.00 150.50 124.00 100.00 84.00 


Kansas City Life 

The Kansas City Life recently put out 
a new contract, it being a 20-pay life 
policy on the non-participating plan. 
The rate at age 35 is $33.30. At the 
expiration of 20 years the policy auto- 
matically becomes a participating con- 
tract providing for annual dividends. 





Hunt Comments on Conditions 


George L. Hunt, superintendent of 
agencies of the Guardian Life of New 
York, who has just returned to the 
home office from a four weeks’ trip 
through the central states, makes the 
following comment on business condi- 
tions: 

“While the present buying power of 
the middle west farming area has not 
returned as yet to the high points of the 
past two years, yet there is a definite 
trend upward and there is a general 
feeling of optimism among insurance 
—_ bankers and business men in gen- 
eral. 

_“In Kansas, for example, the poten- 
tial buying power is being quickened 
and a general feeling seemed to exist 
among business men that the state’s 
diversified crops would soon average 
back the accustomed income. Poultry 
products are being pushed and accord- 
ing to figures recently given out by the 
State Avricultural Board, these products 
alone from 152,400 farms brought re- 
turns in 1920 of almost $21,000,000, 
which is approximately $138 per farm. 
This year the figure should be larger, as 
heavy shipments are being made. The 
hard wheat crop is averaging over one 
hundred million bushels a year and in 
the growing of alfalfa Kansas now 
ranks first in the Union. Both of these 
crops have been fair this year and prices 
are now stiffening.” 





R. L. Gardner, secretar 
y of the Gen- 
Fe Security and Agency Company of 
2 ence tphia, has gone to Florida to open 
ate headquarters at Jacksonville. 

















LIFE AGENCY CHANGES 











ROWLEY WITH CENTRAL LIFE 





Peoria Life Assistant Agency Super- 
intendent Takes General Agency 
For the Iowa Company 





The Central Life of Iowa announces 
the addition of C. B. Rowley of Peoria, 
Ill, to its agency force. Mr. Rowley 
has been connected during the past ten 
years with the Peoria Life as field man- 
ager and assistant superintendent of 
agents. 

Mr. Rowley’s success and ability in 
developing the central west territory 
for his former connection is well known 
in the Mississippi valley. Mr. Rowley 
will have the Central Illinois general 


agency for the Central Life, with head- | 


quarters at Peoria. 





J. F. Hathaway 


J. F. Hathaway, formerly general 
agent for the Mutual Life of New 
York at Fargo, N. D., has been made 
manager at St. Louis, succeeding the 
late B. C. Shaw. 

Mr. Hathaway has been associated 
with the company for nearly 20 years 
and is looked upon as one of its most 
reliable field representatives. Prior to 
his transfer to St. Louis, where he will 
supervise a goodly portion of Missouri, 
plus several counties in Illinois, Mr. 
Hathaway was manager of the Mutual 
Life’s office at Fargo, N. D. He is a 
brother of W. L. Hathaway, the com- 
pany’s manager at San Francisco, and 
also of Frank C. Hathaway, who looks 
after its interests in and about Salt 
Lake City. The Hathaway brothers 
are thoroughly “sold” on life insurance 
and on the Mutual Life, and have been 
unusually successful in inducing others 
to like view. The St. Louis office is 
one of the most important in the terri- 
tory for the Mutual Life, and the ap- 
pointment of Mr. Hathaway as its man- 
ager is a high tribute to his ability. 





E. J. Tapping, Jr. 


E. J. Tapping, Jr., of Clifford Mc- 
Millen & Associates, the Milwaukee 
general agency of the Northwestern 
Mutual, has been appointed general 
agent of the company at Springfield, 
Mass., effective Nov. 1. The Spring- 
field general agency covers the western 
part of Massachusetts. 

Mr. Tapping has been considered as 
something of a “permanent resident” in 
Milwaukee underwriting circles and the 
announcement of his change came 
rather as a surprise. He has been con- 
sidered the next to the largest producer 
in this agency. 


Equitable’s Milwaukee Changes 


H. M. McGregor, with the Equitable 
at Milwaukee for a number of years, 
has been appointed assistant agency 
manager by E. L. Carson, head of the 
agency. Charles R. Johnson, who was 
with the New England Mutual, has been 
appointed associate agency manager of 
the Equitable. Another addition to the 


Equitable forces in Milwaukee is H. C. | 


Tanner, who became widely known for 
his big work in organization and mem- 
bership in the Milwaukee Association of 
Commerce. F. E. Post, who was as- 
sistant agency manager in the Milwau- 
kee office, has been transferred to 
Seattle. 


R. O. Ferguson 


Russell Owen Ferguson, Evansville, 
Ind., has formed a partnership with 
Charles Marion LaFollette, under the 
firm name of Ferguson & LaFollette, 
to act as special agents of the Penn 
Mutual Life in southern Indiana. Mr. 
Ferguson is a son of Will O. Ferguson, 
general agent of the company at Evans- 
ville. Russell Ferguson graduated from 


the University of Wisconsin and has | missions. 

















made a study of life insurance with his 
father. His partner is a graduate of the 
law scliool of Vanderbilt University. 


D. L. Filer 


D. L. Filer of Salt Lake City has been 
appointed agency manager of the Bank- 
ers Life of lowa for Utah. He succeeds 
C. T. Williamson, who retires as agency 
manager, but who stays with the Bank- 
ers Life as a personal producer. 


D. F. Fuller 


D. F. Fuller has resigned as district 
agent of the Reliance Life at Marshall, 
Minn., to become field superintendent 
for Minnesota of the Old Line Life of 
Milwaukee. 


Charles Longfellow 


Charles Longfellow has been named 
Montana state agent for the Missouri 
State Life, with headquarters at Bill- 
ings, succeeding Joseph L. McClellan, 
who resigned to become cashier of a 
Montana bank. 





Life Agency Notes 

A. Herman has joined the Prudential 
forces at Sheboygan, Wis., wnere he was 
formerly connected with the Union Cen- 
tral and Aetna, 

J. T. VanMeter, who has been asso- 
ciated with the Mutual Benefit Life of- 
fice in Chicago, goes with the Everett 
Wrenn general agency of the State Mu- 
tual Life in that city 

Clarence N, Anderson, general agent 
for Iowa and South Dakota for the New 
England Mutual Life, has announced the 
appointment of Frederick C, Turby as 
special agent in Des Moines. Mr. Turby 
was formerly with the Midland Lyceum 
Bureau. 

The agency staff of the West Coast 
Life is rapidly assuming large propor- 
tions. A recent acquisition is a new firm 
composed of V. P. McMurdo and H. B. 
Koster, who will operate under the San 
Francisco agency. Mr. Koster is a 
nephew of Gen. John A, Koster, presi- 
dent of the company. 


Will Erect New Building 


President William A. Day of the 
Equitable Life of New York states that 
the company will erect on the east side 
of Seventh avenue from Thirty-first to 
Thirty-second streets, opposite the 
Pennsylvania station in New York, a 
building for the accommodation of its 
home office staff, numbering more than 
2,000 people. All the departments will 
be housed in the buildings except some 
of the executive offices, which are to 
remain in the Equitable building, 120 
Broadway. President Day said that 
economy, efficiency and provision for 
the future prompt the company to make 
this extension. 


Will Open Chicago Office 


Insurance Superintendent Thomas J. 
Houston of Illinois has decided to open 
a Chicago office. Mr. Houston finds 
that most of the people who desire to 
see the insurance superintendent will be 
much more convenienced by having a 
Chicago office for the department. He 
states that last week at his office in 
Springfield he had five hearings on mat- 
ters that arose in Chicago. Thirty 
people had to make the trip to Spring- 
field to see him. If suitable space can 
be secured in the Insurance Exchange 
he will open the office there. If not, he 
may go to the City Hall Square build- 
ing, where a number of state offices are 
already located. 


Report on Commercial Travelers 


The Ohio department has made a re- 
port on the Commercial Travelers Life 
& Accident, an assessment company of 
Cleveland, showing insurance in force, 
$7,308,000; assets, $529,571; premiums, 


| $128,944: total income, $144,029; total 


paid members, $118,154: surplus, $317,- 


| 244. President C. A. Nesbitt receives 


$9,000 in salary and drew $1,500 in com- 





Insuring a Creditor 


To Protect a Debtor 


Insuring a debtor to avoid loss in 
case of death is a common way for a 
creditor to protect himself. Insuring 
a creditor to protect the debtor is a 
new idea, but equally sound, says the 
Connecticut General Life. C, R. Rob- 
bins, who is connected with its New 
York agency, recently handled such a 
case. 

The company thus tells about the 
case: One of his prospects mentioned 
to him that a friend of his was loan- 
ing a corporation in which he was 
interested $100,000. For this he was 
to receive from the corporation a certifi- 
cate of indebtedness bearing interest at 
6 percent and the dividends on $25,000 
of the corporation’s stock to be held 
in escrow until the loan was paid in 
full. The two men involved are very 
good friends, and as long as they both 
survive there is no question about the 
loan being paid, and the situation re- 
maining amicable. In the event of the 
death of the creditor, however, there 
is the probability of having to dea! with 
his wife, daughter, or perhaps some 
attorney they might employ who might 
try to make the corporation liquidate 
at once. Mr. Robbins saw the oppor- 
tunity for insurance, and proposed that 
the corporation cover the creditor for 
the full amount of the loan. At his 
death, the corporation will be in a 
position to liquidate the hebt at once. 
The men concerned were very quick 
to grasp the idea, and an application for 
$100,000 is expected.” 


INJUNCTION IS DENIED 


Expect the Case of the Security Benefit 
Association to Become 
Hot Tilt 


The injunction asked by the state of 
Kansas to restrain the Security Benefit 
Association from transacting business 
has been denied by the courts. This is 
a final decision after a full hearing. The 
court decided against the state on all 
questions raised and holds that the asso- 
ciation has not conducted its business 
fraudulently and has not exceeded its 
power as a fraternal society. The find- 
ing is made that all moneys and assets 
have been properly used and accounted 
for and that the society is fully solvent. 
The action against the Security Benefit 
was commenced upon a preliminary re- 
port made by examiners of the insur- 
ance department which was referred to 
the attorney general. The Security 
Benefit stated that it did not have an 
opportunity to be heard and notice was 
given it of the contemplated action. 

The scandal in the Security Benefit 
promises to develop into an acrimonious 
and political scrap. Judge Means held 
that the $70,000 involved was a com- 
mission, but that the state had no right 
to interfere. The court held that the 
payment had been agreed to by state 
officials, 

Then the Missouri examiners went 
home and suddenly there appeared a 
sheriff in Topeka with warrants and ex- 
tradition papers for three of the chief 
officers of the Security. Those sought 
were J. M. Kirkpatrick, president; John 
V. Abrahams, secretary, and John Brey- 
fogle, treasurer. The warrants charge 
them with perjury in the statements 
filed with the Missouri insurance de- 
partment. 

There appears to have been much bit- 
terness aroused during the course of the 
examination of the society by the con- 
vention group. The officers of the so- 
ciety have maintained that they were be- 
ing persecuted and that the examiners 
were attempting to wreck the organiza- 
tion rather than attempt to build it up. 

The examiners have retorted that 
they regarded the society as a trust in- 
stitution to be run for the benefit of 
the members and not for the benefit of 
the officers and that the members 
should not be herded and driven like 
sheep. 
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Everything Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 
poration. 


The Indiana National Life 


Insurance Company 
Indianapolis, Ind. 








sells only nonparticipating insurance. It is bed rock life insur- 
ance with no frills or fancy adornments. It is the stuff that 
a to the people who want every possible dollar of protection 
ey can buy for every dollar deposited as premium. 
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Our 1921 program is a progressive one that contemplates a vigor- 
ous and systematic campaign for business. 






We have the policies and the agency contracts. 





We have the home office equipment and territory. 





We now need the men to carry the Indiana National banner into 
new strongholds backed solidly by the whole organization. 







Last year was a banner year in life insurance. This year will 
be a still better one. 


Address C. D. RENICK, President 


INDIANAPOLIS 










Open Territory for Illinois, Indiana and Michigan, with 
contracts that will interest you. 































The 
Ouro Nationat Lire Insurance Co. 


CINCINNATI 
ALBERT BETTINGER, Pres. 
WE desire to negotiate with a high class man for the State of 
Kansas. If you want a State Agency for ansas and can 
convince us that you are really worth while, we will get behind 


you in a big way. If interested address 
T. W. APPLEBY, 


Secretary. 





































AMERICAN LIFE 
REINSURANCE COMPANY 


. DALLAS, 1000 Main Street 
OFFICES: CHICAGO, 108 S. La Salle St. 
MEMBER AMERICAN LIFE CONVENTION 
Life Reinsurance in Force Over $25,000,000 
From Old Line Companies Only 


“FIRST IN SERVICE” 
Because of Two Service-Giving Offices 


SECOND TO NONE IN SECURITY 
Because of Registration and Deposit Law 
Safe Management and Strong Financial Backing 


REINSURANCE ONLY 
LIFE—DISABILITY—DOUBLE INDEMNITY 


A. C. BIGGER, President FRED D. STRUDELL, Secretary 




















CHINESE ARE INSURING 


LIFE BUSINESS IN ORIENT 





Joseph Herzberg of Milwaukee Gives 
Interesting Review of Conditions 
in Far East 





MILWAUKEE, WIS., Sept. 27— 
Joseph Herzberg, head of Joseph Herz- 
berg & Son, managers at Milwaukee 
for the Prudential, ordinary depart- 
ment, who has just returned to his desk 
following a nine months’ journey in the 
Orient, brought back some extremely 
interesting observations as to the life 
business in China and other eastern 
countries. Friends of Mr. Herzberg 
are trying to get him to give a talk, at 
some future time, on these observations, 
for the benefit and interest of Milwau- 
kee life underwriters. 


Chinese Buying Readily 


Mr. Herzberg, in relating some things 
which stand out significantly in Chinese 
life insurance enterprise, upon his re- 
turn to his desk this week said that the 
wealthy Chinese are now buying life in- 
surance very readily, and it has become 
a matter of routine business with them, 
so to speak. In other words, said Mr. 
Herzberg, among the wealthy life in- 
surance is not any longer a novelty or a 
subject to be treated with the proverbial 
suspicion of the Oriental. 

“But,” he added, “I defy anyone to 
try to read what is going on in the 
Chinese business man’s mind, and the 
life men over there must have their 
troubles. 


Much Trouble Over Claims 


“The companies over there are con- 
stantly in hot water on account of 
fraudulent claims, I was told. I had 
the pleasure of visiting with the general 
agent of the Chinese Mutual in Peking, 
and also the vice-president of the com- 
pany in Shanghai. They talked very 
freely and with a keen realization of the 
possibilities of life underwriting in the 
Orient. This company has agencies in 
all the Oriental countries—India, the 
Philippines, etc. I did not learn of a 
single American company operating 
there. At least, I ran into no offices. 
The Sun of Canada is doing a large 
business in China and other countries 
of the far east 

“One of the officials told me, to illus- 
trate how things go over there for the 
life man, that he recently had a hard 
fight over a $20,000 claim. The insurer 
had disappeared and loads of proof o' 
death were furnished, but the company 
decided it would fight, and adopted a 
waiting policy. Some months later the 
company got a letter. It was signed by 
the supposedly dead man, and mailed 
from a city far in the interior of the 
country. It said that the company had 
better pay the claim, and do so right 
off, otherwise he would advertise it as 
a fraud all over the republic. 


Substitute Men for Examination 


-“One of the chief tricks that the com- 
panies over there have to contend with, 
is the substitution of men for examina- 
tions. Some one who thinks he can’t 
get by will hire a healthy man to go 
up and take the examination for him, 
and if caught will protest that it’s per- 
fectly all right. 

“The Chinese death claim makes a 
very interesting and formidable docu- 
ment. The Chinese mourning color is 
red. The claim is enclosed in a large 
envelope, and on the outside of this the 
late decedent’s name is painted in red 
in large letters. The claim itself is much 
more detailed than the American form 
and style, and it goes into the ancestry 
of the decedent and everything else to 
the limit. The same is also true with 
regard to application for insurance. 


No Exclusive Agencies 


“There are no exclusive general or 
other agencies out there, so far as I 








DENY KANSAS FRICTION 





DECLARES THERE IS NO CLASH 





Controversy Between Travis and Met- 
ropolitan Life Is Unfounded 
Says the Company 





NEW: YORK, Sept. 28.—There is no 
controversy between the Metropolitan 
Life amd the Kansas insurance depart- 
ment. 

The reported threat of Commissioner 
Travis to revoke the company’s license 
in the state is absurd. When the 
Kansas law requiring 30 day’s notice 
to the assured in addition to the cus- 
tomary period of grace allowed for the 
payment of premiums was passed in 
1913 its applicability to industrial poli- 
cies was tested in the court. Affirma- 
tive decision was had last year. At 
once the Metropolitan Life conformed 
to the law and for the past 12 months 
has strictly observed its provisions. 
Commissioner Travis probably secured 
a policy of the company containing a 
rubber stamp waiver of the non-for- 
feiture provision which contract was 
issued when an interpretation of the 
statute was in process. His recent 
correspondence with the company was 
in connection therewith. The corre- 
spondence was solely with a view of 
getting information and contained no 
threat of any kind nor was there oc- 
casion for any. 








could observe. Every agent has some 
other business, too. He may be doing 
real estate or loaning, but he has some- 
thing else. > 

“It certainly looks like a difficult 
proposition to do a life insurance busi- 
ness in the Orient, but of course the 
agent who is used to their methods and 
can ‘tell ’em apart,’ probably can get 
along, and the possibilities are certainly 
tremendous.” 


CONDEMNS LAWS WHICH 
RESTRICT INVESTMENTS 
(CONTINUED FROM PAGE 10) 


done away with. Such deposits are no 
real guaranty of safety unless they con- 
stitute a very substantial portion of the 
company’s assets nor do they constitute 
an adequate protection to policyholders. 
On the other hand, they are endless 
nuisances both to the companies which 
have to make them, to the officers which 
hold them and to receivers and other 
liquidating agents who try to get them 
for the benefit of creditors. 

“Investment laws are in their nature 
an extremely important part of the in- 
surance law and a part that must con- 
stantly be referred to both by companies 
and by the departments. I presume that 
most of us desire our domestic com- 
panies to prosper and to increase in im- 
portance so far as this can be secured 
by proper means. Apart from skill in 
underwriting nothing can conduce to 
this end more than a wise and prudent 
investment policy on the part of the 
companies and legislation whereby such 
a policy shall not be unduly hampered 
or restricted.” 


No More Personal Service Class 


After Dec. 31, 1921, the Senate finance 
committee has agreed to abolish the 
classification of personal service cot 
porations and impose the same t ! 
them as on other corporations. 15s 
is in line with the House revenue 5! 
and it will undoubtedly pass. It means, 
of course, that incorporated insu 
agencies will have no claim thereaiter, 
be put in the personal service clas ; 
will mean that their taxes will be muc# 
higher. 





The agents of the West Coast Life i 
the northern department, comprising 
Washington, Oregon, Idaho and Mon 
tana, are working this month in nee 
of J. W. Stewart, supervisor of agencié 
in that territory. 
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MODERN 





BUSINESS 


GETTING METHODS 





Agency Meetings Should Have Definite 
Object in View—Methods of Conducting 
Them Which Have Been Tried and Proven 


BY WILLIAM M,. DUFF 
Edward A. Woods Agency Equitable Life of New York, Pittsburgh, Pa. 


who still haven’t got the idea of the 
use of an agency meeting. I know 
a manager who used to worry his man 
that ran the agency. This fellow would 
call meetings and the manager wouldn’t 
show up and he isn’t the manager any 
longer. I knew an agent whose man- 
ager provided meetings of various 
kinds for him and he didn’t go to the 
meetings and he isn’t an agent any 
longer. It seems to me if every novel 
has a theme, if every opera has a mo- 
tive, if every play has a plot, then there 
ought to be some definite object in a 
meeting or in a series of meetings. A 
good deal of attention ought to be paid 
to the character of the meeting. 
Whether educational or inspirational, 
considerable attention should be paid to 
the physical surroundings and a great 
deal of attention to the program. 
Whether you believe in what “Billy” 
Sunday teaches or not makes little dif- 
ference to me in the illustration I want 
to use. But if you have ever attended 
one of his meetings, you must realize 
that he has an object in view and he has 
gone to considerable trouble and ex- 
pense in order to attain that object. The 
stage setting is right—the building is 
right—the singing is right—the method 
of collecting the offering is right and 
unique and very snappy. Now if sucha 
thing is useful in a religious meeting, we 
can get a good many lessons from Mr. 
Sunday and his methods in conducting 
our business meetings and I believe that 
it is fundamental that meetings be not 
haphazard, but that the meetings for the 
entire year ought to be charted and bear 
a relation one to the other. 


Arrange Schedule at 
Beginning of Year 


I think you will find it useful at the 
beginning of the year or in December 
of this year to plot your 1922 schedule. 
Each month has an object: January— 
get going month; February—complete 
covering month; March—better can- 
vassing methods; April—service month; 
June—society month; July—vacation, 
outing; August—clean up month; Sep- 
tember—intensive selling; October and 
November—group insurance; Decem- 
ber—hit the line hard. It doesn’t make 
much difference. This thing may not 
apply in your agency, but have some 
plan and have the meetings bear a com- 
prehensive relation one to the other. You 
will find if you will watch your meet- 
ings for a year that you will have con- 
ventions, morning meetings, sessional 
meetings and special meetings. The 
convention ought ordinarily to open the 
year. It ought to be in the nature of a 
Post-mortem. Not too much of a one, 
but a post-mortem on the year just 
closed, giving credit to the people who 
have done well and then launching into 
the program for the year in front of us. 


Select Hour When 
All Agents Can Attend 


The hour of meeting ought to be such 
as to allow the men from out of town 
to get into the meeting without getting 
up at an unearthly hour in the morning. 
Ve arrange our schedule to agree with 
the railroad schedule in our district; 
9:30 seems to be a good hour to con- 
vene. At 9:30 we start the singing. 

here is an awful lot in getting the 
People to sing. At 9:40 the convention 
's opened by some one selected, perhaps 
the superintendent or an agency head, 


Tato ot are a good many people 





Who gives a little address of welcome. 


Very short. Refers to the absentees, 
gives figures for the previous year and 
announces the leaders for the previous 
year. The more people whose names 
you can bring into an address the more 
people you can compliment, the better 
the meeting is going to be for that in- 
dividual. At 10:15 another speaker 
takes the platform and he takes up the 
subject of “Quotas.” 


Special Attention 
Is Paid to Quotas 


In our agency we go along a sched- 
ule. The quota is the big thing. The 
quota for the agency and the individual. 
We therefore pay a good deal of atten- 
tion to the first meeting of the year—to 
the man who has made his quota or 
who has almost made it, and from that 
we swing into the quota for the new 
year, which we either fix then or have 
fixed previously, and we call for meth- 
ods as to how to make it. The quota is 
fixed by taking the combined quotas of 
the men represented in the agency and 
sometimes adding a little to it. Or you 
add 10 percent to your previous year’s 
record in every department. Well, that 
speaker has been carefully chosen and 
he has arranged his program for five or 
six men to lead off and he has coached 
them to say or not to say that he has 
been asked to speak on that subject. He 
gets up voluntarily and tells about his 
last year’s work and what he is going 
to do this year. “If 1921 was a bad 
year and I was able to make my quota, 
I am looking forward to the future. I 
ought to add 10 percent to my quota.” 
Pretty soon you will have the whole 
agency going. A lot of this stuff ought 
to appear spontaneous, and if you can 
make it spontaneous, you will get better 
results out of the meeting. 

A blackboard is always part of the 
equipment, and have the man or people 
in the audience write their names on 
the blackboard and what they are going 
to do next year. At 11:30 we usually 
give the agency managers a chance to 
make the closing talk and announce the 
afternoon program. An hour usually 
is enonugh for luncheon. 


Question Box Always 
Made Big Feature 


We reconvene at 1 o'clock. A new 
speaker is in the chair and he is con- 
ducting a question box. Now you don’t 
need to depend on the questions that 
are asked from the floor. If you will 
watch your correspondence or the office 
correspondence for a week, you will get 
enough questions that will keep an aft- 
ernoon meeting busy. We figure on 
three-minute talks. At 3 o'clock we 


have intermission. At 3:10 we have an 
inspirational talk. At 3:30 we announce 
the evening’s plans and at 4 p. m. we 
adjourn in order to allow the people 
living in the city to get home and back 
for the evening dinner at 6:30. 

The social feature is quite a thing. 
We usually have a dinner dance and 
we usually have present at those meet- 
ings a woman from the agent’s family-— 
either his wife or his daughter or some- 
body interested in him and his success. 
The dance is therefore quite a feature, 
but that meeting is also a very good 
time in which to get across for the 
household the message of this insurance 
business and the idea of cooperation, 
which the man ought to get at home. If 
things don’t run right at home, they 
don’t run right in the business. This 
is the manager’s opportunity for his big 
talk, and at 9 p. m. the business session 
comes to an end and we resume the so- 
cial sessions—say from 9:30 to 11 
o’clock. Members of the tamily are in- 
vited to all sessions. 


Important Things 
To Be Considered 


Now in a convention there are some 
things that ought to be carefully con- 
sidered. The singing is a principal fea- 
ture—the seating arrangement is a prin- 
cipal feature. We have tried this device 
—we have given everyone a chair as 
they came into the room, and that was 
moved up front, or we have put in 50 
less chairs than were needed and kept a 
bunch in the rear, and as a new arrival 
needed a chair we gave it to him and 
put it in the proper place. The thing 
is to change the style of the meetings. 
The novelty of the thing is good. We 
should have many chairmen—prizes for 
talks—inject a good deal of enthusiasm 
—outside speakers are good. One of 
the best meetings we ever had was the 
meeting in which we devoted an hour 
and three-quarters to the evening’s so- 
cial address, “Acres of Diamonds.” 
Note books should be provided so that 
everyone will be able to jot down and 
take away with them the things they 
find useful. 


Attendance at Morning 

Meetings a Good Test 

The morning meeting is a good place 
to get across to the agents any special 
announcements you want to make. At 
9 a. m. have an experience meeting on 
the experiences of the previous week, at 
9:25 a talk and at 9:55 close the meeting. 
At the morning meetings attendance 
ought to be compulsory. If a man does 
not attend a morning meeting, it is our 
observation and experience he cannot 
last in the insurance business, and if 
you are looking for a test, there is a 
test. The man must come to the morn- 
ing meeting. 

You will improve the character of it 
if you will bring in outside speakers. 
Bring in a minister who will give his 
viewpoint of insurance from his profes- 
sion. Bring in a doctor, a manufac- 
turer, a merchant, the head of a part- 











GETTING AT THE SALARIED MAN 





say that while salaried men as a 
rule have not been good prospects 
curing the so-called war and adjust- 
ment period, there are indications now 
that they will be in the market very 
strong for life insurance. It seems cer- 


A NUMBER of life insurance men 


that the salaried man will not be put 
to it as he is at present to make both 
ends meet. There have been increases 
in salaries and payment of bonuses so 
that the margin left over is increasing. 
One of the companies quotes a promi- 
nent agent as saying that salaried peo- 





ple stand now to get ahead of the game. 





tain that living prices will go down so | 


the salaried man has improved ma- 
terially during the last six months. 
Quoting him further along that line the 
company says: 

“The papers have announced decided 
decreases in the cost of many things. 
The peak of high prices seems to have 
been reached and passed. While some 
may not be making as much money 
ai formerly, this is a condition that 


| This writer says that the condition of 
| 
| 
| 


always exists. The life insurance agent 
always has to face it and shift his point 
| of attack. Mine is now the salaried em- 
ploye. I find that the field is good and 





INSURANCE CHECK KEPT 
COMPANY IN BUSINESS 


Check No. 38484 of the North- 
western National Life for $25,000 
in payment of the mortuary claim 
of Adolph Richard Wiens, kept 
the Wiens Omaha Brush Com- 
pany of Omaha in business when 
its president died. 

The check was presented by 


H. O. Wilhelm & Co., state 
agents for Nebraska. 
In acknowledging the check, 


John C. Ackerman, new president 
of the company, in a letter to 
H. O. Wilhelm & Co., said: 

“The Northwestern National’s 
check enables us to pay off our 
obligations and continue in busi- 
ness without interruption, which 
would have been impossible with- 
out this protection.” 








nership—and let these men talk of life 
insurance from their side of the counter 
and from their viewpoint. The range 
of subjects might and ought to cover 
medical selection. Not too much of it. 
It ought to cover the laws of business, 
the laws of wills, the laws of negotiable 
instruments. The thing ought to be 
done at least once a year. Take up and 
discuss various forms of policies and 
how to sell them. If you will take a 
year’s outline and then program your 
meetings, you will find, I think, that you 
will get a good deal more success out 
of your meetings than if you simply go 
into it haphazard way. 


Sectional Meetings 
for Large Agencies 


Now there are other meetings. You 
take the sectional meeting in an agency 
of large size where it is unadvisable or 
impossible to get all the agents together 
at one time, on account of the expense 
of time and money. You might have 
sectional meetings. We have had— 
starting our August campaign—policy- 
holders’ service month. The way we 
opened that was by having seven meet- 
ings at the same hour in seven towns or 
cities. These meetings conducted by 
seven men from the office who had gone 
out purposely to conduct the meetings. 
There is something in unity of thought. 
When you get an entire agency at the 
same moment thinking the same thing 
and planning for the same thing, there 
isn’t much doubt of the plan being a 
success and the thing going over big. 
That is what happened in this policy- 
holders’ service campaign. ; 

Then there are special meetings. It 
is perhaps not advisable to have every 
agent handle every kind of insurance 
which you happen to write. Some men 
are better qualified to sell smaller poli- 
cies: some are qualified to sell banking 
or credit insurance that others are not. 
You want to put over a program for 
business insurance. Gather together a 
special group of men at a luncheon and 
put across a special meeting with a 
special object in view and then after 
your meeting is over, whether it is a big 
meeting or a little meeting, you will find 
this is useful. Then a questionnaire may 
be sent to a selected list of those who 
attended the meeting as to about how 
that meeting ranks up or how it doesn’t 
rank with similar meetings, what im- 
provements could be made and sugges- 
tions for future meetings. 


The most obvious thing when a 
woman argues against her husband's 
increasing his life insurance, is that the 
wife has some definite views of her own 
how much better she could spend his 





getting better” 





money. 
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Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 

Payments begin immediately on approval of claim—no proba- 
tionary period. 

Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 

This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 

















$50.00 A WEEK FOR LIFE 


while totally disabled from either injury or illness. $6,000.00 
fordeath by ordinary accident,$12,000.00 forTravelaccident 


AND IT ONLY COSTS $56.00 PER YEAR 
Our top salesman made $12.000.00 last year. Does it in- 


terest you? If so write 


BUSINESS MEN’S ASSURANCE. COMPANY 
W. T. GRANT, Vice-President. CITY, MISSOURI 











Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 
PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 








For Contracts and Territory, Ac dress 
H. M. HARGROVE ~- President 


Beaumont, Texas 








HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progre :sive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 











Rates per $1000.00, age thirty, includes Double Indemnity for accidental death from any cause 
one a premium waiver with $10.00 monthly income disability. 


Endowment Age 50 
Endowment Age 55 
Endowment Age 60 
Endowment Age 65 
Endowment Age 70 


Ordi 

20 he Life 

20 Year Endowment 

Coupon Bond 

Endowment Age 85 
District Manager wanted for Cincinnati and surrounding territory. 


THE GEM CITY LIFE INS. CO., Dayton, Ohio 











FINISH PRUDENTIAL REPORT 


Commissioners Are Now Considering 
the Findings of the Committee 
That Made Examination 


NEW YORK.—The examination of 
the Prudential undertaken several 
months ago at the request of the com- 
pany’s management was completed 
last week and the report is before 
the insurance departments of the sev- 
eral states that participated in the 
work for final reivew. Once approved 
the report will be made public by the 
New Jersey insurance department. 
While refusing to discuss the nature 
of the report at this time Commis- 
sioner Tuttle of New Jersey offered 
the comment that “things that were 
considered perfectly proper in a prac- 
tical sense 20 years ago are looked at 
somewhat differently today.” The ex- 
amination covers the operations of the 
company since 1902 and touches espe- 
cially upon its financial activities. 


Detroit Life’s Contests 

The Detroit Life is now conducting 
three contests in which all agents are 
participating. One is a special contest, 
dependent entirely on the amount of 
business paid for in September. An- 
other is a closing contest of the year, 
which runs from Sept. 1 to Jan. 1, in- 
clusive, and the third is the yearly con- 
test providing for a Great Lakes ex- 
cursion trip for the agents writing 
better than $125,000 in the vear. In 
the closing contest of the year the com- 
pany is distributing over $1,000 in cash 
prizes. 


Illinois Agents Meet 

Dr. H. C. Castor, manager of the 
Connecticut General in Illinois, held an 
agency round-up of the downstate 
agents at Peoria, Ill., recently. He has 
eight agents who will pay for upward 
of $1,000,000 in new business this year. 
The extension of the Chicago office into 
the country districts by Dr. Castor is a 
new line of action and is meeting with 
great success, 


Made Assistant Actuary 

D. N. Warters, who has been in the 
actuarial department of the Bankers 
Life of Des Moines, has successfully 
passed his examinations for member- 
ship in the Actuarial Society of America 
and has been — assistant actuary 
of the company. McConney, issist- 
ant actuary, eS. passed the ex- 
aminations also and is now a fellow of 
the society. 


Metropolitan’s Mortgage Loans 

A total of $6,340,000 in real estate 
mortgage loans was authorized by the 
Metropolitan last week. Of the total 
number of loans, 294 were on single 
houses and 31 on apartment houses, 
making accommodations for 822 
families. The housing loan totaled 
nearly $3,000,000. They were written 
mostly through the south and middle 
west. 


New American Life Speakers 


At the meeting of the American Life 
Convention next Wednesday and Thurs- 
day at Indianapolis, Arthur Hunter, actu- 
ary of the New York Life, will give an 
address on “The Treatment of Total Per- 
manent Disability Claims.” Mr. Hunter 
is one of the new names that have been 
added to the program during the last few 
days. Chas. J. Edwards of Brooklyn, 
manager of the Equitable of New York, 
and former president of the National As- 
sociation of Life Underwriters, has chosen 
as his subject, “The Demand of Tomor- 
row.” 


Systematic Salesmanship Outfit,—Com- 
bination street and office system. Con- 
tains one leather pocket prospect card 
case; one set monthly, daily, alpha- 
betical and blank card index guides and 
one oak card index file for 500 cards. 
Increase "eg! income by systematizing 
your wor Price for outfit one 
$5.00. The National Underwriter, 1362 
Insurance Exehange, Chicago, Ill. 





Disability Clause in 
Life Policy | ao 
by Franklin W. Ganse 


BOSTON, MASS., Sept. 27.—To the 
Editor: I am much interested in the 
statement put out by W. H. Tennyson 
assistant superintendent of agents of 
the Mutual Benefit Life, printed in a 
recent issue, and with much of which 
I agree; for we must all admit most 
cheerfully that his company has always 
made a wonderful success for the 
policyholder in its specialty of the best 
forms of life insurance at a most rea- 
sonable cost. 

But from my experience I should 
protest most strongly against the state- 
ment that there is no need for additional 
insurance in the case of accidental 
death; for I have known of numerous 
cases when the accidental death was so 
sudden that there was no opportunity 
to consult with wife, business asso- 
ciates, friends or lawyer, and when 
such consultation would have _ been 
worth hundreds of thousands of dollars 
to the family. 

There is absolutely no question in 
my mind that if a strong business man 
who is about to die can have a week 
or even a day’s notice he can use the 
time, even if he is ill, to the great ad- 
vantage of his estate. 

Therefore accident coverage, whether 
issued by the life insurance company 
or another, is absolutely indicated in 
every case in which it is worth any- 
thing to the family to consult the in- 
sured after he knows that he is going 
to die, and that means in practically 
every case. 

It is needless to point out that the 
additional insurance necessary to cover 
the cost of a long illness is provided 
for by the disability clause to which 
Mr. Tennyson refers. 

FRANKLIN W. GANSE, 
Manager Home Office Agency, 
Columbian National Life. 








DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 























DESIRABLE TERRITORY 
FOR ALERT AGENTS 


Always ready to aie > with 
men who can establish 
eapacity to pay ae 
volume of 4 speetasee 
regulariy—good business 
steadily ee 


Union Mutual Life Insurance Ce. 
PORTLAND, MAINE 
Addresse Albert E. Awde, Supt. of Agencies 








A Penn Mutual Premium, less a Penn Mu- 


low cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Company 
of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Resarve- 














